








Illustrated: 
“Vanity Fair” with 
matching FORMICA 
medicine chests 
nationally distributed 
by National Vanity Co., 
Bayonne, N. J. 


Free/ 


Bathroom idea folder 
illustrating many types of 
Vanitories in full color. 
Write: 


FORMICA 


4559 Spring Grove Ave., 
Cincinnati 32, Ohio 
In Canada: 


Arnold Banfield & Co., Led 
Oakville, Ontario 
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A Formica pom ® can make youg} 
homes. In place o 
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REMOVE WITH SOAP 


ordinary lavatogie 
can add the color, beauty and down 
a few dollars. 


Inexpensive standard models are , 
manufacturers the country over. A local Formica fabricator will produce custom 
jobs to your specifications. 
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J water 


Seeing is belier ing If this wash off identification 


is not on the surface 


it's not FORMICA 








Many of the colors in Formica’s new Sunrise Color Line were especially planned 
by famous Raymond Loewy Associates to put new appeal in bathrooms. 
Look in your classified phone book under “plastics” for your nearest Formica 

distributor or fabricator. See samples of the new colors and get full informa- 
tion on other Formica surfaces that will add more sales appeal to your homes. 
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ffer...in its gleaming, 
..in its sensibie, down- 
il styles ...in its ample 
3 and flowing, rounded 

. e decorator colors with 
matching Formica mirror-front medicine chests. 


Vanity Fair combines the beauty, color and utility of 


genuine, beauty-bonded 
LORMICA 


with desirable designs 
for every bathroom 
and every budget. 










De kare 


| Single Pedestal Vanity with Drawer 


Sizes: 36, 42", 48°, 54°, 60” 
Available: Left or Right Hand 


Available with or without 
sink and fittings. 


VANITY CO. 
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Illustrated: 
“Vanity Fair” with 
matching FORMICA 


cin tinaue PUL Che Lathroom on Your Sales Force / 


by National Vanity Co., 

Bayonne, N. J. A Formica Vanitory® can make your bathrooms a vital working force in the sale of 
homes. In place of ordinary lavatories that represent expense without glamour, you 
can add the color, beauty and downright livability of a Formica Vanitory for just 

a few dollars. 

Inexpensive standard models are offered in many sizes and styles by reliable 
manufacturers the country over. A local Formica fabricator will produce custom 
jobs to your specifications. 

Many of the colors in Formica’s new Sunrise Color Line were especially planned 
by famous Raymond Loewy Associates to put new appeal in bathrooms. 
Look in your classified phone book under “plastics” for your nearest Formica 


distributor or fabricator. See samples of the new colors and get full informa- 
Free/ 
ud 


tion on other Formica surfaces that will add more sales appeal to your homes. 


Bathroom idea folder 

illustrating many types of 

Vanitories in full color. DEMAND THIS CERTIFICATION 
Write: 


FORMICA l,. L 
4559 Spring Grove Ave., FHATR CC 


Cincinnati 32, Ohio REMOVE WITH SOAP le diets 
@"Guaranteed by >\ Pays in Performance 


In Canada : Good Housekeeping 
Arnold Banfield & Co., Led Seeing is believing. If this wash-off identification 45 sovrersne OEE 
Oakville, Ontario is not on the surface. it’s not FORMIC A 








-» -THE MOST WANTED LINE OF 
FORMICA VANITY-SINK CABINETS 


See how much more Vanity Fair has to offer...in its gleaming, 
colorful beauty ... in its lifetime construction ...in its sensible, down- 
to-earth cost... in its practical, functional styles ...in its ample 
surface room, generous storage compartments and flowing, rounded 
lines. Three stunning models, nine decorator colors with 

matching Formica mirror-front medicine chests. 


Vanity Fair combines the beauty, color and utility of 


genuine, beauty-bonded 
-ORMICcA 


with desirable designs 
for every bathroom 
. and every budget. 


en ae Available with or without 
oe sink and fittings. 
VANITY CoO. 
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Single Pedestal Vanity with Drawer 
Sizes: 36°, 42", 48", 54°, 60" 
Available: Left or Right Hand 
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From Journal Readers 


Editorial 


It’s Spring — Get Your 
Out Of Hibernation! 
By Earl B 


Should You Use Maintenance Crews? 


CONTENTS 
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He Finds New Ideas and 
Makes Them Work 


Wanted — For Public Deceit 
Will Solar Homes Sell? 


The Law Says 
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Women Don’t Buy 90°% of the Homes 
By Robert Whitmer 


By Carlton Schultz . 


Published monthly for real estate builders, 
property managers, and real estate brokers, 
by Stamats Publishing Company. Publication 
offices and general headquarters 427 Management Service 
Sixth Avenue, Southeast, Cedar Rapids, lowa ‘ 


Fireplace Ideas 
Subscription prices: $5 a year, $9 two years, 


$12 three years the United States. In 
Canada, $6 a year; in all other countries, 
$7.50 a year. Single copies 60 cents; back 
copies except Roster issue $1. Member ABC. 
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FHA Scandal Shocks Industry 


To say that most real estate and home building in- 
dustry members were shocked by the FHA scandal 
would be an understatement, It has been generally 
known for some time that there were irregularities 
in FHA Section 608 and Title 1 operations, but the 
startling thing to the industry was the swiftness with 
which the Administration ousted Guy Hollyday, re- 
placed him with Norman P. Mason, and launched a 
full-scale investigation, 

Apparently President Eisenhower suddenly became 
impatient with FHA’s too-gentle attitude toward al 
leged Section 608 and Title I irregularities. Senator 
Harry Byrd (D-Virginia), chairman of the joint com- 
mittee on nonessential federal expenditures, had been 
investigating FHA operations for several months and 
was about to publicize his probe. 

Washington reports have it the Administration 
wanted to beat Byrd to the draw, and Hollyday’s swift 
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the Act of Congress, March 3, 1879. Copyright 1954, by Stamats Publishing Company 


$5 a year, $9 two vears, $12 three years in the United States 
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Three Ways to Profit From Trade-ins 
By John R. Worthman 


Designs For Real Estate Builders 


Tax Facts 


Start Small — Key to Building a 


Make Open-House Selling Pay 


31 Among Ourselves . 


Cover Photo by Rudi Rada 





URNAL REPORTS 


ouster on April 13 resulted. FHA records were sud- 
denly impounded and tax returns of Section 608 
builders made available to investigators 

Senator Capehart (R-Indiana), chairman of the 
Senate banking and currency committee. charged that 
FHA swindles may amount to as much as $500 mil- 
lion. Most of the swindles occured in Section 608 pro 
grams under which postwar emergency rental hous- 
ing was constructed. More than 7,000 such projects 
were started before the program ended in 1950. 


How Promoters Profited 


Albert Cole. HHFA administrator, charged high 
profits were made because FHA appraisals on projects 
in question greatly exceeded actual costs. Builders in 
such cases are reported to have obtained FHA mort- 
gage insurance for as much as twice the value of the 
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See" LET-OUT APPEAL 


CALIFORNIA 


_getennte =a _ CLOSES THE DEAL 


CONNECTICUT 
DELAWARE a WR ERTS : rose 
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; peatanh. Vis R-O-W windows lift out for easy washing 


or painting inside the house. The 
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wisconsin : during all kinds of weather. 


WASHINGTON 
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See your local lumber dealer or write 
R.O.W. SALES CO. 1330.7— ACADEMY AVENUE + FERNDALE 20, MICHIGAN 


R*O-W ts the registered trade mark of the R.O.W. Bales Co, 
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HSG-8 Features full-width 





Freezer and Frozen Storage 
Tray; removable half shelf 
Shelves-In-The-Door; two egg 
shelves hold 16 eggs. Frozen 
Storage Capgcity, 45.5 Ibs. Net 
Storage Spgcé, 8.0 cu. ff. Shelf 





Area, 13.6 sq. ft 














Helps cut tenant turnover 


WESTINGHOUSE 24-in. wide REFRIGERATORS 


You gain two big ways when you replace worn-out refrigeration 
equipment with Westinghouse Refrigerators. 


ONE: Tenant satisfaction—due to beautiful styling, much desired 
full-width freezer, generous and versatile general storage space for 
lots of food and beverages. 


TWO: Lower maintenance and operating expense—due to lifetime 
vinyl door seals; sturdy, sag-resistant shelves; plate-type condensers 
requiring no cleaning and hermetically sealed-in refrigerating 
mechanism protected by 5-Year Replacement Contract. 

For further information contact your distributor or write to our 
Contract Sales Department, Westinghouse Electric Corporation, Elec- 
tric Appliance Division, Mansfield, Ohio, 


you CAN BE SURE...iF s Westinghouse 


Area, 11.8 sq. ft. 
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ws 
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WG-6 — Also has full-width Freezer 
and Frozen Storage Tray; room to 
store up to 8 gts. of milk; two re-— 
movable half shelves. Frozen 
Storage Capacity, 45.5 ibs. Net 
Storage Space, 6.2 cu. ft. Shelf 
















All three of these refrigerators are only 24” 
wide, feature spacesaving hinges, give more and 
better food storage space than older refriger- 
ators requiring greater floor area. 





HG-8 —Has full-width Freezer and Frozen 
Storage Tray; room to store up to 8 qts. of 
milk even half-gallon containers; removable 
half shelf. Frozen Storage Capacity, 43 Ibs. Net 
Storage Space, 7.8 cu. ft. Shelf Area, 13.6 sq. ft. 





Space Requirements for HSG-8 and HG-8* 


*Model HG-6 is 50” high, 28%” deep, 
requires 25%” for full 90° door opening. 





Since even the small homes you build will have one or more telephones, 


And since most homeowners want concealed telephone wiring. 


Isn't it good practice to have conduit for telephone wires 


built into all your new homes ? 


Your Beli Telephone Company will be glad to help you work out economical Fp 

as ‘ i 4 
conduit installations. Just call your nearest Business Ofhce. ii jo 
BELL TELEPHONE SYSTEM y y/ 


Ci Be 





down, 


...and built like a $12,000 home 


The New (i) Gateway Home New Title | P & H Home Features 


Same Basic Package, Construction 
As Highest Quality P & H Homes 


e@ Rugged, cleanly-constructed wall 
panels with Upson Strong-Bilt inside 
panels and vapor barrier 


@ Solid roof and ceiling construction 








@ Fiberglas insulation in walls and ceiling 








@ Rusco enameled steel prime windows 
with half screens 


e Douglas fir doors with quality brass 
hardware 


e@ Forced warm air furnace 


e@ Youngstown kitchen 


& A home for the big low-cost market, is built as solidly as homes costing much 
priced to sell for $6,000 or less... with more. Materials, craftsmanship, design and 
design and construction you'll be proud of. trim in this home package are exactly the 
That’s the new P&H Gateway. It’s a good- same as in the highest quality P & H Homes. 
looking two bedroom home designed for Build the P & H Gateway Home. You'll offer 
Title I, Section 8 FHA mortgages—$300 or a design-construction-price combination that 
less down, about $37 a month. will be tough to match anywhere. Write for 
Most important, the new P & H Gateway plans today. 


& H Homes You can build 2, 3, or 4 bedroom P & H Homes profitably for every 

. major price group from $6,000 to $20,000. And there's the new Dover 

for every big market —a 3 bedroom home you can build for less than most 2 bedroom homes. 

It can sell for monthly payments of $50, principal and interest, with 
Priced For 850 a Month!) minimum down payments. Write for full information 


(Including a 3 Bedroom Home 


- & cal HOMES HARNISCHFEGER CORPORATION 


335 Spring St., Port Washington, Wis Phone Port Washington 611 
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OVESEL ENGINES Wee SHOWELS POEFARCICATED HOMES «ELECTING HOISTS = & WELOING EQUIPMENT OVERHEAD CRANES 
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Designed by Burton A. Schutt, A.LA., one of 

America's greatest architects, this Burke & Wyatt 
Meadows Home in Palo Alto, California is built to sell 
at $16,950.00. It has been given the same custom- 
made care as homes selling at several times this price, 


A New Era of Selling Demands a Powerful Sales Appeal 


Kitchon autHome Laundries. | 


I, this new era of selling, a builder should be 
primarily concerned with giving people what they 
want in their new homes. Burke & Wyatt, 

for the past fifteen years, has been known throughout 
southern California as one of the leading builders 
of quality, custom-built homes. Meticulous 
attention is paid to every detail—details which 

add pleasure, value, and improved marketability to 
the homes they build 


That's why they selected Hotpoint All-Electric 
Kitchens and Home Laundries for their Meadow 
Homes project in Palo Alto, California. Like 
hundreds of progressive builders in every section 
of the country—builders whose homes are really 
planned for easier living and greater enjoyment— 
Burke & Wyatt have learned that Hotpoint is 
the name that bespeaks true quality 


Large, easy-working kitchen—equipped with Hotpoint Automatic Electric 
Range, Automatic Dishwasher with Disposall”, and Super-Stor Refrigerator. 


With the Congress changing the mortgage pattern 
to reduce discrimination against better houses - 

and FHA changing its appraisal policies—the builder 
has a new opportunity to put into his houses 

more of the features the public wants. And that 
means the one thing most people want— 

Hotpoint All-Electric Kitchens and Home Laundries. 


Isn't the time right for you to add to the initial 
sales appeal and marketability of the homes 

you build? Let the Hotpoint distributor in your 
area work with you. He can be helpful. 


Utility room offers Hotpoint Automatic Washer, tHotnoint -+» Pacemaker of Progress! 
Dryer, and Food Freezer. 


RANGES © REFRIGERATORS © DISHWASHERS © ODISPOSALLS” © FOOD FREEZERS © CABINETS 
AUTOMATIC WASHERS © CLOTHES DRYERS © AIR CONDITIONERS © DEHUMIDIFIERS 
HOTPOINT Co. (A Division of General Electric Cx mpony) 5600 West Taylor Street, Chicago 44, Illinois 
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NOT THIS —— BUT THIS! 
WITH THE AMAZING NEW 


KEY LOKBOX 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 
Permits 50% more time for actual Selling, Showing and Listing 
@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000 


@ Eliminates going after and returning key to listing 
office. 


@ Eliminates duplicate keys and key boards. 


Ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc. 


Perfect for any listing whether 
Furnished, Occupied, or Vacant. 


Non-duplicating keys 
furnished 
Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


EXCLUSIVE DISTRIBUTOR 


MOORLEE DISPLAY ADVERTISING 


239 No Robertson Blvd 


Palint PINOING 





Beverly Hills, Calif 








MOORLEE SILK SCREENED 
PROPERTY AND FOR SALE SIGNS 
LOOK BETTER ¢ LAST LONGER 


AND Sring Results 


Let us show you how the FINEST can be had for LESS 








A complete stock of REALTOR'S & BUILDER'S STOCK ITEMS on hand 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 


NO ORDER 

TOO SMALL 

NONE TOO 
LARGE 


LITERATURE AND PRICES SENT 


FREE DESCRIPTIVE FULL COLOR 
AT ONCE 





MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BLVD BEVERLY HILLS CALIF 


nik ' . 4 s. 1 





property. They then collapsed their corporations, say- 
ing they were “liquidating dividends”, and distribut- 
ed excess profits to stockholders. 

Abuses are also reported in FHA Title I home re- 
mee, a billion-dollar-a-year business. Cole said some 
10me Owners were charged double for work done un- 
der FHA-insured loans. He pointed out there were 
many cases of shoddy workmanship and other cases 
where owners were promised rebates by salesmen 
which were never paid. 


Who’s to Blame? 


Where does the fault lie? Hollyday, a man held in 
high esteem by all segments of the industry, is re- 
ported to have been forced to resign “so that an in- 
vestigation may be conducted, obviously by another 
man,” White House Press Secretary James C. Hag- 
erty said. At the same time (a day after Hollyday’s 
resignation) Cole paid tribute to the former Baltimore 
mortgage banker as a “good Christian gentleman.” 

But, Cole added that Hollyday may be held partly 
responsible for housing repair abuses because he be- 
lieved Hollyday knew about the shady doings but 
didn’t get tough enough about it. 

Later, during Senate banking committee hearings, 
Cole said Hollyday was ousted for two reasons: 1) He 
permitted a key official to resign who was under sus- 
picion of having “demanded money” from promoters 
seeking FHA-insured loans on apartment projects. 
Cole said Hollyday even wrote a “laudatory letter” 
in accepting the resignation. 2) Hollyday was lax in 
getting tough with home-repair racketeers. Cole said 
he had repeatedly reminded Hollyday of the activi- 
ties of these racketeers, especially in California. 

On the other hand, Hollyday told Senate investi- 
gators he was fired without knowledge of or a chance 
to reply to charges leveled against him. He said Cole 
had never asked or even intimated he should resign. 

Hollyday then outlined steps he took to prevent 
such abuses in the future. 

Cole read a statement to the committee from the 
President’s advisory housing committee which bears 
out that Hollyday did do something about home re 
pair abuses. The statement said new Title I regula 
tions Hollyday put into the new housing legislation 
would prevent further repair loan abuses and it was 
the advisory committee’s opinion that no further re- 
quirements would be necessary at this time. Cole was 
chairman of that committee. 

Senator Douglas (D-Ill.) commended Hollyday 
during the probe for his “sense of restraint and al- 
most excessively gentlemanly behavior under almost 
intolerable circumstances.” Capehart also commended 
Hollyday for his conduct. 


FHA Assistant Powell Subpoenaed 

Another key figure in the investigation is Clyde L. 
Powell, former assistant FHA commissioner in charge 
of rental housing. Powell resigned his office April 5, 
effective April 16. But when FHA irregularities were 
disclosed April 12, Cole refused Powell's resignation 
Powell was subpoenaed to appear at the hearing, but 
he invoked the Fifth Amendment and refused to an 
swer questions on grounds that “an unrestrained Con- 
gressional inquiry’ could damage his reputation. 

A statement issued by Powell's counsel after the 
hearing said that Powell wants his case heard in a 
calm, dispassionate atmosphere, and if there is to be 
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_ 
CORAL—A BRIGHT NEW COLOR 
—adds extra appeal to that extra 
Briggs bathroon! It makes the most 
of every handsome modern fixture, 


including Briggs’ new slant-back 
built-in lavatory, the Lowell 


(Aoulre soone tid 


— 


BRIGGS 


BEAUTYWARE 


4 eB ee ode 


Y . $4 - inne : 
SELL COLOR VARIETY with Briggs | 
Beautywore! Give your customers 
a change of pace with two bath- 





rooms in different colors. They have 
a choice of Sandstone, Sky Blue, 





lhe extra bathroom adds very. litt 
vet no other feature adds so 

' It's second to none for quicke ' I fit bade even alter ye 

on the high quality of 


int delighted when they sce 


n more leased if vou've SI] ed rives ( I CGrive home buver 
; 


These smart, modern plumbing fixtur inal ‘ youll find it 


entire house Lve-appeal that last md 1 thes-makineg 


BRIGGS MANUFACTURING COMPANY DETROIT 26, MICHIGAN BRIGGS 
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LONG 
TERM 
LEASE 


CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 
world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements. utmost dependabil- 


ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 











Here’s a sure-fire way to get nation- 


wide attention when you want to: 


@ Sell or lease commercial-industrial property 
@ Find buyers for hard-to-sell residential properties 
@ Locate capital for real estate investments 


@ Sell farms, ranches, groves or resort properties 


The classified section of NATIONAL REAL Es- 
TATE AND BUILDING JOURNAL is your best bet. 
Rates for this complete national coverage 


are nominal. 


Write today for rates: 


NATIONAL REAL ESTATE AND BUILDING JOURNAL 
427 Sixth Avenue S.E., Cedar Rapids, lowa 
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a trial, he insists on being tried according to Consti- 
tutional court processes. 

The statement also said Powell discussed resigning 
last January with Holiyday and that his resignation 
was in no way precipitated by disclosures of alleged 
FHA irregularities. 


MBA Official Attacks Ouster of Hollyday 


A Mortgage Banker Association spokesman, Sam- 
uel E. Neel, declared Hollyday’s ouster was unjust. 
‘The charges against Mr. Hollyday are unbelievable,” 
MBA’s general counsel said. 

Cendiine for Hollyday’s integrity, Neel said the 
MBA questioned the alleged reasons for Hollyday’s 
dismissal — “We believe an injustice has been 
done to an honest man.”’ 

Capehart queried Neel sharply on MBA’s backing 
of Hollyday. He asked why MBA impugned Admini- 
stration motives in ousting Hollyday. Neel said the 
charges were unbelievable, that Hollyday had served 
as MBA president and was well known as an honest 
man. He said the manner in which he was fired was 
unjust and abrupt. 

Earlier, Capehart criticized NAHB president Dick 
Hughes for a statement issued April 14 in which 
Hughes referred to the investigation as a “circus at- 
mosphere” and seemed to pooh-pooh the probe. 
Hughes apologized and assured Capehart NAHB 
would cooperate fully. 


| What Effect on New Housing Legislation? 


First thought of some industry members when 
FHA scandals were aired was, “Will this delay pass- 
age of the new housing legislation?’”’ Consensus was 
that it would, but now that the situation has had time 
to jell and the initial shock has worn off, industry 
leaders believe the effect will not be as serious as orig- 
inally thought. 

In an interview with JourNAL editors, NAREB 
president Ronald Chinnock expressed this same view 
and added that Congress “may proceed a little more 
cautiously and tighten the rules to prevent it from 
happening again, however.” 

Chinnock said, “Whenever you have government 
in business, you're going to have this sort of thing 
going on to a degree. The timing of the FHA situa- 
tion is unfortunate in view of the pending housing 
legislation, but I will say that this is an opportunity 
for insurance companies, banks, savings and loans, 
and other private lenders to get back in the mortgage 
business FHA or no, We can't depend on govern 
ment props all our lives.” 


About the Authors 


JESIDES being a past president of the Fort Wayne 

) Real Estate Board, John R. Worthman is a charter 
member and first president of the Fort Wayne Home 
Builder’s Association. Realtor-builder Worthman 
started building homes in 1924 and averaged about 
20 a year until the war when he expanded his home 
building to as many as 180 homes per year. He has 
since tapered down to about 50 homes a year for the 
past five years. In 1951 he won a national merchan 
dising award and was authorized to write the manual 


| of forms and procedures for NAHB. Worthman has 


| 
' 


been a member of the Board of Directors of the Cham- 
ber of Commerce, Urban League and NAHB, and is 


| currently active in Fort Wayne civic affairs. 
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Builder Chooses American Kitchens 
for Vast San Manuel Project 


WHAT'S IMPORTANT 


IN CHOOSING A KITCHEN? 


To.every builder... the kitchen's price 
is important. But more important is Check these top 
selecting a kitchen with the most easy to competition-beat- 
recognize high quality features that ing features. 
make prospects stop... look... BUY! 
American Kitchens cost no more... but 
offer far more in important house selling : 

features as shown in this “Showdown Amenieon Kilchens 
Chart.” That's why the Del E. Webb 
Construction Co., Phoenix, Arizona, is 
using American Kitchens in over 1000 
new homes at San Manvel, Arizona. COMPETITOR 
Budget priced ...1 to 4 bedrooms and #2 
averaging only $8500.00... yet 
American Kitchens lend luxury at low 
cost. Let us quote on your next kitchen 
job ...1 or 1000... and prove how COMPETITOR 
high quality, low cost American Kitchens #4 

sell your homes faster. 


* 
American Kitchens Division 
AVCO Manufacturing Corp. 


Connersville, ind., Dept. NR 54 
O I'd like to have ‘no obligation’’ quota- 
SELL YOUR HOMES FASTER tion on my next kitchens. 


O Would like literature and complete in- 


— formation. 
Ae a Name 
al §6Address 
. 21 | 

a 








COMPETITOR 
#1 








COMPETITOR 
#3 
































City State 
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Simple System 

John J. O’Marr, 1660 N. Western Avenue, Los 
Angeles 27, has real estate prospect registers for sale. 
They are claimed to be daily work books for all real 
estate men. They are durably bound, two inches 
thick and contain 545 pages. The register provides 
for quick filing and classifying of prospects so they 
can be located instantly, O’Marr says. 


5-2 


Handy Dandy 


Now being marketed by Peg-Ann Products of El- 
kins Park, Pennsylvania, under the name of Wall 
Bare Wallpaper Remover Kit, is 
this new all-in-one set that the 
manufacturer says eases the job of 
removing wallpaper. The kit con- 
tains everything needed to do a 
job on four average-size rooms. In 
cluded is a powdered chemical that 
dissolves in water to remove the 
wallpaper from the plaster, a spe- 
cial sponge for soaking the wall, 
sandpaper and a spatula-type scraper. 





ATTENTION REALTORS! 





We are now in the process of publishing a brand 
new real estate atlas of the principal cities and 
new decentralized shopping centers located in the 
Pacific Northwest and Pacific Southwest. The fol- 
lowing eleven states will be included: 


ARIZONA 
CALIFORNIA 
COLORADO 
IDAHO 


MONTANA 
NEVADA 
NEW MEXICO 


OREGON 
UTAH 
WASHINGTON 
WYOMING 
Also 


Vancouver, B.C, Victoria, B.C. 


This new edition will be available to you in the 
early fall and will be displayed at the 1954 con- 
vention of the National Association of Real Estate 
Boards in Cleveland. 


Aerial Views 
Real Estate Histories 


Clockings — 
Photographs aaa 


Established 1924 


NIRENSTEIN’S NATIONAL 
REALTY MAP CO. 


377 Dwight St. Springfield 3, Mass. 
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Leader Line ai 


The Richmond Metal Manufacturing Corpora- 
tion of Philadelphia, Pennsylvania, has announced 
full production of the new 1954 Leader Line of all- 
steel undersink cabinets. Manufactured in 42- 54- 
(pictured) and 66-inch sizes, the Leader Line fea- 
tures double action spring hinges on all doors, one- 
piece, rounded-corner drawn construction and quiet- 
—— brass slides on all drawers. Inside utility 
shelves. towel racks and soap baskets are included. 


a 
' 


Lightweight Precision Roller vias 


The new “Gold Strip” paint 
roller being introduced by 
Pittsburgh Plate Glass Com- 
pany, Pittsburgh, features plas- 
tic bearings and caps and an 
aluminum fin core. It is said 
to give smooth, silent action at 
high speeds without spattering. 
Covers may be changed from 
one paint to another without 
cleaning, are furnished in a 
choice of wool, mohair or dy 
nel, and is said to withstand 
immersion in paint solvents, 
cleaners and soapy water up 
to 24 hours. 


Weather Reports 5-5 


A series of six reports designed to help architects, 
engineers, and housing consultants use weather data 
to plan better structures is presented in “Applica 
tion of Climatic Data to House Design,” has just 
been issued by the Housing and Home Finance 
Agency. The 152-page illustrated volume can be 
purchased for 75 cents from the Superintendent of 
Documents, U. S. Government Printing Office, 
Washington 25, D.C. 


5-6 


Have You Tried Hardboard? 


Oregon Lumber Company of Dee, Oregon, has 
recently issued a booklet, “Allwood Hardboard In 
Modern Building And Home Design.” Hardboard 
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For Better Homes at Lower Cost — 


Look to THE RUSCO LINE! 


Q RUSCO Prime Windows 
Nothing else like them | 


Complete, ready-to-install units made of hot-dipped 
galvanized tubular steel. Glazed, finish-painted, built-in 
weatherstripping, Fiberglas screen. Insulating sash gives 
exclusive MagicPanel® rainproof, draft-free ventilation. 
Make big savings in installation time and cost. Available in 
horizontal slide and vertical slide models. Also in 3-panel 
and 4-panel “Fulvue” style for extra-large window areas. 


RUSCO 3-in-1 Windo-Door [) 


Prime door... screen door... ventilating window 





all in one unit! 





Ideal for kitchen, side door, terrace or porch because it 
serves as an extra large window as well as a door. Think 
how this can simplify construction and reduce your costs! 
Glass panels slide up and down to permit desired ventila- 
tion. Fiberglas full screen panel will not rust, rot, corrode 
or stain—never needs painting. Rusco Windo-Door unit 
can be installed in any standard 1%” or 134” 


wood door. | 
! 
i 


<> RUSCO Metal or Fiber-Lite Door Canopies 


ee apne g a | 





These rugged, all-metal Rusco Venetian- Rusco Fiber-Lite is a new fiber-glass 
Type Door Canopies “dress up” a home composition material light in weight but 
tremendously at very low cost. Give per extremely strong. Handsome and durable, 
manent year ‘round protection against it is translucent—keeping doorways light 
sun, snow, rain. Horizontal lines harmo- and bright while giving full protection 
nize with architectural lines of home. against the elements. 


SEND FOR ILLUSTRATED LITERATURE 
RUSCO Automatic Garbage THE F.C. RUSSELL CO., Dept. 7-NR54 
. = Cleveland 1, Ohio (In Canada: Toronto 13, Ontario) 
& Rubbish Disposal Units Gentlemen: Please rush me complete information on: 
(7) Rusco Prime Windows  Rusco Windo-Door 


O Rusco Gas-Posal| Rusco | lectro Posall 
1 Rusco Metal Canopies ] Ruseo Fiber-Lite Canopies 


“Hottest” new appliance on the market! 


These automatic disposal units are taking the country 
by storm. Eliminate all the mess, nuisance and danger Name 
of disposing of waste. Noiseless and inexpensive to oper- 
ate. Easily installed in kitchen, basement, laundry or 
furnace room. 


Company 


Address 


———————— 


Gas ano Exectric, De Luxe anp Stanparp Movers 
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Handy Inquiry Form 

NATIONAL Reat Estate AND BuUpING JOURNAL 
427 Sixth Avenue S. E. 

Cedar Rapids, Iowa 


I want to know more about the items checked below. 
Please see that complete information is sent to me with- 
out cost or obligation. 


5-1 5-2 5-3 5-4 
5-5 5-6 5-7 5-8 
Name 
Building or Firm 
Street 


City State 





Re ee ee Re a a ee aT 


is wood, yet the manufacturers say it has greater 
strength, will lend itself to almost any design, and 
has a grainless wood-fiber structure which will not 
split, crack, or break. Each type of hard-board is 
eases in this eight-page, two-color brochure, 
and it tells how you can use hardboard in home con- 
struction for walls, ceilings, cabinetwork, and for 
concrete forms in rough construction. 


Conversation Pieces aad 

New decorator knobs, manufactured by American 

Cabinet Hardware Corporation, Rockford, Illinois, 

are now available in two 

finish combinations, so 

they harmonize with any 

color or finish on cabinets 

or furniture. For cabinets 

on which chromium cabi 

net hardware would or- 

dinarily be used, the satin 

chromium knob with 

ebony black ornament and 

polished chromium back- 

plate is recommended. For 

cabinets on which brass or 

copper hardware would be most suitable, the satin, 

copper knob, bright brass ornament, and polished 
brass backplate is suggested. 


Just Flip the Switch 5-8 


This electric bathroom heater, 
claimed to provide quick, economical 
heating in small rooms, is now avail- 
able from Westinghouse Electric Cor- 
poration, Pittsburgh. Radiation of in 
fra-red rays and circulation of warm 
air provide the heat. Ratings are 1,250 
or 1,500 watts, and 115 volts a.c. They 
flush-mount in a 1734x814 -inch open 
ing and are available with stainless 
steel or chromium-plated grilles. Grill 
size is 20x10%4 aies On-off control 
is provided by a toggle switch, and 
there are no moving parts that wear 
or require maintenance. Heating ele- 
ments are guaranteed for five years 


Combinations Unlimited 5-9 


A new development in interior decoration has been 
introduced by The Sherwin-Williams Company of 
Cleveland, Ohio, It is a combination of a new prod 
uct, Super Kem-Tone Applikay, and a specially de 
signed twin roller. Together, the roller and Appli 
kay make it possible to apply brocade-like designs 
on painted walls. This new technique provides mod- 
ern decor that minimizes marks and smudges and is 
washable. It is particularly appropriate for reer 
ment properties and office buildings where good deco 
ration and maintenance are primary considerations. 
The Applikay material comes ready-to-use in eight 
translucent colors and may be applied in any of 
five designs. 


Pretty as a Picture 5-10 


Flexiview picture units have been added to the 
Flexivent line of ventilating and fixed window units 
by Andersen Corporation, Bayport, Minnesota. 
Three widths of the new unit are offered, all of them 
in a height of 4 feet 71% inches. Flexiviews can 
be combined with operating or fixed Flexivents for 
a wide variety of iets and can be installed with 
the choice of awning, hopper or outswinging case- 
ment operation. Units are packaged, factory as 
sembled and glazed either with quality window glass 
or with double-insulating glass. 


Cozy Corners 


Built to meet the customer's own specifications. 
Bro-Bilt dining and seating nooks, manufactured 
by the B. Brody Seating Company of Chicago are 
available in three basic shapes — corner, half circle 
and straight bench. Kiln dried, lumber is used. Seats 
have deep cushions and no-sag springs. Backs are 
heavily padded and upholstered with Duran plastic 
that can Ire wiped clean with a damp cloth. The nooks 
come with a pedestal base table with plastic lami- 
nated top and trimmed with tarnish proof stainless 
steel. 





Each Feldman home includes a complete electric kitchen. The builder has found it possible to offer 
this feature in a low-cost home—at a profit. And the Electric Range allows hom« 
buyers to be modern. 


. cook ELECTRICALLY! 


If you are interested in fast turnover, you 
must carefully consider the selling features 
of the homes you build. 


You know that the kitchen is a focal point 
of interest for the homemaker—and that an 
Electric Range in the kitchen can set a high 
quality pace for the rest of the house. It 
says ‘‘modern’”’ to the home buyer, and 
assures economy and ease of operation, a 
clean kitchen as well as a cool one. 


Why don’t you take advantage of the 
Electric Range as a selling feature—as 
builders are doing the country over, 

in all types of homes? 


More builders every day 


are installing ELECTRIC 
RANGES 


Aon 


ADMIRAL 
HOTPOINT 
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These semi-detached homes are in Landover Hills, Maryland. ‘‘We work on 
the basis of fast turnover,” says Builder Edwin B. Feldman of Washington, 
D. C., “and installing an Electric Range in the kitchen helps to make sales 
come fast. We've found that it pays, because turnover means savings in 
capital investment.” 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17,N. Y. 


BENDIX « CROSLEY + DEEPFREEZE + FRIGIDAIRE + GENERAL ELECTRIC + GIBSON 
KELVINATOR « MAGIC CHEF + MONARCH + NORGE + PHILCO + WESTINGHOUSE 
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ORPECT NOME 
SS 


As vice president of Sherman and Hemstreet, Inc., 
Augusta, Georgia, Albert D. Hemstreet is particu- 
larly qualified in the appraisal field and is a member 
of the Appraisal Institute. During the past twenty- 
five years, the organization has grown from a staff of 
two to the present number of over twenty. Being 
completely departmentalized, each member of the staff 
is a specialist in his or her department. Mr. Hem- 
street is the father of three daughters. He is President 
of the Augusta Real Estate Board, Director of Augusta 
Chamber of Commerce and Secretary of Richmond 
Realty Corporation. 


“PERFECT HOME has been well received’ 


Says Albert D. Hemstreet of Augusta, Georgia 


“We began our association with Perrect HOME many years ago and 
we find it is accorded a place of prominence in many of the homes 
we have visited,’ says Albert D. Hemstreet of Augusta, Georgia. 
“Copies are retained by many of the families receiving it and ideas 
suggested by Perrecr Home are used for improving their present 
homes or planning new ones. To make a long story short, PERFECT 
Home has been well received and we are very happy to have the 
franchise.” 


Enthusiasm such as this from Mr. Hemstreet is a constant challenge 
to the editorial staff of Perrecr Home to make it and keep it the 
excellent goodwill builder which it is. 


Perrect Home is edited for leaders as a community force. It pro- 
motes the “home” idea, connoting as it does quality, fair dealing, high 
ethics, and a thorough knowledge of what is new in home design, 
construction, equipment, and decoration. Thus, it builds prestige, good- 
will, public confidence. 

The cost of such quality and interest in a house publication would 
ordinarily be too high for individual organizations. But through the 
Perrect Home Plan, editorial and other preparation costs are shared 
among the selected, reliable, local building factors which benefit from 
it. Thus, costs to each participant are nominal. 

A limited number of exclusive, annual, renewable franchises for 
PerFect HoME Magazine are available in certain communities to real 
estate, home building, or home financing organizations of unusually 
high qualifications. 


If interested address your inquiry to 


STAMATS PUBLISHING COMPANY 














CEDAR RAPIDS, IOWA 
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From Journal 
Readers 





“We welcome the opportunity 
to compliment you on your fine 
policy of service to the real estate 
field. Your practice of showing 
houses of practical value and pop- 
ular appeal sets you well apart 
from the books which lean toward 
sophisticated versions of architect's 
nightmares. 

“We know and like many fine 
architects. Because of this, we feel 
that we understand their problem 
of getting recognition by being dif 
ferent. So far, the American pub- 
lic hasn’t been too impressed by 
the fishbowls on stilts. Let’s hope it 
stays that way.” 

RicHarp A. YouNG 
Detroit, Michigan 


“T feel I should tell you how 
much I liked ‘Why Not Steamline 
Our Contracts’ (By Earl Tecke- 
meyer March 1954 JouRNAL). 
This is the most sensible thing I 
have ever read on the subject and 
I am certainly suggesting to our 
bylaws and forms committee that 
they get to work and approve some 
such simplified contract.” 

Darrew M. Hort 
Minneapolis. Minnesota 


“Congratulations on the contents 
of your January 1954 issue. As I 
wrote you once before, I don’t sub- 
scribe to the frequently heard alle- 
gation that realtors are economic 
illiterates; and also believe they 
relish articles on the economic as- 
pects of their business.” 


EarL. BURKHARD 


New York City, N.Y. 


“IT have taken time to always 
read my new copies of the Jour 
NAL. We use articles for discussion 
in our sales meetings. I also use the 
experiences cited to assist me in 
formulating our operational poli 
cies. 1 especially like your inform 
ative articles on land utilization 
and development.” 


WituiaM B. Cusack 
Minneapolis. Minnesota 


“Our first issue arrived Satur 
day. It is a lot more than we ex- 
pected, and we can hardly wait to 
receive our Roster of which we are 
in great need.” 

- Merve G. Karns 
Rome. Georgia 
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For 


beauty 


and 


quietness 


choose 


Trim Ya- and Ys-h.p. Wonderair units 
with exclusive pull control—fit casement 
or regular windows. One of the smartest 
cabinet styles there is! Cools and ventilates. 


ROOM AIR CONDITIONERS 


Economy %-h.p. model for straight full- 
power cooling at lowest cost. Wonderair is 
wonderfully quiet, efficient, dependable. 


One-dial control 
%- and t-h.p. 
Wonderair, with 
beautiful, luxury 
cabinet. Full-pow- 
er cooling, cool 
vent mir, ventila 
tion, exhaust, night 
turndown! 


Heats, too! %- 
and I-h.p. reverse 
cycle units provide 
heating ag well as 
full-power cooling 
and other settings. 
Beautiful cabinet 
with contrasting 
| panels as shown. 





to pick the style and capacity that will serve you best 


Room size is an important factor in 
selecting the right Wonderair. A big 
room requires a 1-h.p. model. Nor- 
mally, an average room can be cooled 
by \- or '2-h.p. models. 


Outside heat affects requirements. 
A medium-size room can usually be 
cooled by a *4-h.p. unit even when 
outside temperature skyrockets. 


Other factors: Night use only lets 
you use a smaller unit. But a lot of 
people together in a room, or lighting 


Wonderair 
ROOM 

AIR CONDITIONERS 
Product of 


Servel, Inc., 
Air Conditioning Division 


city 


- May, 1954 


SERVEL, INC., Dept. NR-54, Evansville 20, Ind. 
Please send me more facts about Wonderair 
for home and office and the location of my 
nearest dealer 

NAME 

ADDRESS 


COUNTY 


and machinery, give off heat. Jn-and- 
oul traffic (in business offices, for 
instance), poor insulation, or open- 
ings to other rooms let more heat in 
and call for more cooling. Changeable 
temperatures call for higher capacity 
to handle peaks. 


SEE YOUR DEALER! To be sure you 
get sufficient capacity for your needs 

but pay for no more than you need. 
Talk with your Wonderair dealer 
about these factors. For more facts 
about Wonderair for home or office, 
send coupon. 


ZONE 


————————— 





NATIONAL HOMES 
BUILDER-DEALERS$ 


Today's Greatest Profit Opportunity. . Can You Quality? 


Frankly, we believe this year offers greater oppor- 

tunity for volume building than any previous year. 

As a National Homes dealer you can cash in by SELLS 201 NATIONALS IN 13 DAYS 
showing your buyers National’s extra smart de- H. B. Layne Contractor, Inc. 

signs, the open planning, the comfort features, the Speagees, Site 


individuality they want and our various new As a result of strong local promotion, aided by the 
models will enable you to satisfy every taste, every . great public acceptance of National Homes, we sold 


income level. 201 Pacemakers” in 13 days. Furthermore, when 


National’s mass buying power and unique auto- people learned that we had a new development next 


matic production methods allow you to make 
a greater profit over your year’s operation. Our 
huge expansion program now permits us to serve Sincerely, Wh @ Za Crt 
a large number of additional builders who can 

qualify. Investigate! 


to this project, we got orders for 135 more Nationals 


before we had even erected our model house. 


The two “‘Ranger’’ models shown above 
and below indicate the flexibility and 


: ©. * 
variety of National Homes designs— Prospect Lict Waiting ! 
@ 


an important sales advantage! 


Our dramatic advertising campaign in LIFE and other 
media has produced hundreds of thousands of in- 
quiries. Those from areas not now served by author- 
ized dealers are on file. The ones in your territory will 
be sent to you if you become a National builder-dealer. 
Write, wire or phone for franchise details today! 


National Homes prefabricated 
panels and structural parts, as 
they leave the assembly plant, 
carry the Good Housekeeping 
guaranty seal and the Parents’ 
Magazine seal of commendation. 


DOMES CORPORATION 
BETTER HOMES BUILD A BETTER AMERICA | ° Horseheads, N. Y. 


NATIONAL *' RANGER’ oesians © 1953 GY JAMES FR. PRICE AND CHARLES ™. GOODMAN 
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Of Seandals and Spankings. ccccccrcccccccsccrcssecse 


Ax ORNERY LITTLE FELLOW down the street is being 
reared according to the ‘let ‘em alone” school of psychology. He 
purposely threw a rock through the neighbor's window the other 
day. When approached by the irritated neighbor, the boy's parents 
merely shrugged and offered a ““T'ch, tch. He didn’t mean to. And 
besides, that’s the first window he’s broken in your house.” 

We won't argue the pros and cons of this sort of child training, 
but it just might be that a few whacks across the posterior would 
he a precaution against further broken windows 

A few men in the housing industry seem to adhere to the same 
school of psychology as these parents . . . but applied to business 
rather than children. The FHA scandal is a case in point. After 
hearing reports of irregularities in some FHA loans, these men 
shrugged and made such statements as “Oh well, it’s only a small 
percentage of FHA’s total operations.” 

We were surprised when one housing official, fearing that 
headlines about. FHA might delay proposed housing legislation, 
said, “Such action would be comparable to the White House 
holding up military legislation while probing a rumor that a few 
mess sergeants made off with some potatoes several years ago.” 

We hardly think this is analagous. And we can’t by any stretch 
of the imagination go along with such thinking. It is true that 
probably only a minor portion of FHA’s total operations is ques 
tionable. And only a few builders and FHA personnel are being 
accused, But tremendous sums of money and trusted officials are 
involved. Certainly it’s no time for the housing industry to shrug 
its shoulders and say, “Oh well... .” 

FHA has contributed valuable assistance to the housing industry. 
And we should withhold judgment of the men within FHA until 
the facts are in. We know many of these FHA officials personally 
and are confident that they have served conscientiously and well. 

But we deplore any attitude by any segment of the industry that 
irregularities with FHA funds should be ignored. Everyone in the 
industry ... builders, realtors, mortgage bankers, suppliers . . . has 

Dubie Bey too much at stake to laugh off such scandals 
Herpert S. STAMATS The men and women associated with our industry are, with few 
exceptions, honest, forthright people. They have contributed great- 
Editorial Director ly to better housing for America. The National Association of 
RaLpH H. Clements Real Estate Boards, National Association of Home Builders, and 
Mortgage Bankers Association have made great strides in raising 
the standards of the entire industry. 


Editor and Business Manager 
ae But let's face it. There are a few people in our industry who 
Managing Editor are spreading an erroneous impression about everyone associated 
Roczr C. Laxsy with housing. We can shrug off their misdeeds. We can scoff and 

say that this only represents a minor portion of the industry, But 

Associate Editors those are selfish, lame, short-sighted excuses which only help to 


Perer STAMATS spread blight over the industry. 


Watiam O. Tuanen Let’s band together all segments of the housing field and take 


Editorial Assistant immediate, forceful action . . . not just pledging support of the 
ROGER SCHRODERMIER yovernment’s investigation but showing that support. Let’s take 
the lead in ferreting out the wrong-doers and then stand up to our 
responsibilities and see that they get some good hard whacks 

Legal Editor: George F. Anderson across the posterior. Only in that way can we speedily reinstate 
oe public confidence in FHA and in the real estate and home build- 

Contributing Editors: ; lustry 

Earl B. Teckemeyer, Jack Stark, Sam Russell Ing industry. 


Tax Editor: E. H. Welter 


Art and Layout: Donna Nicholas, director; 
Vivian Ives, Jack Hines, Ann Smith, assistants 


Adertising Service Manager: 
Roger Schrodermier 


Circulation Manager: E. J. Dvorak 


Production: Roger C. Hawley 
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Are your salesmen ready for the bumper crop of 


spring home-seekers? Now is the time, says the author, 
to get up, stretch, shake off the cobwebs and 
start afresh. This spring brings a changing and more 
challenging market. Here are some “spring training” 
tips to get your salesmen mentally tuned to this 


market and in shape to turn in a top performance... 
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RE WE ready to meet the chal- 

lenge, to face the eager home- 
seekers who will soon abound in 
every salesman’s territory, anxi- 
ous to be guided to that home of 
their own? Or are we just now 
bestirring ourselves from the win- 
ter’s hibernation? Are we sleepy- 
eyed and mentally in a “blue 
funk” after reading about unem- 
ployment and curtailed produc 
tion? 

Gloomy predictions never yet 
have stilled the hearts of young 
folk with their first toddling 
youngster who want to get out of 
in apartment into a home with a 
yard. Nor have such forecasts ever 
abated the need for the family of 
three to find housing for a family 
of four or five. 

There is never no never! 
curtailment of desire and need for 
larger and better housing for the 
normal masses of young Ameri- 
cans. Every spring, whether 
you're ready or not, they are on 
the “prowl” to buy a first home, 
exchange the one they have, or 
make some changes which mean 
business for realtors and build- 
ers. 

Nothing is more constant than 
the certainty of change change 
in people’s needs, changes in mar 
ket conditions and changes in sell- 
ing techniques. That’s what makes 
selling real estate the most fasci 
nating business in the world. 


Two Checkpoints 

But, what about this spring 
business? 

First. it is presumed that you've 
read and digested the many fine 
articles in the JouRNAL on practi 
ally every aspect of selling real 
estate. You are convinced of the 
necessity for dealing only in sal 
able merchandise. Any other kind 
is a burden. Don’t start your 
spring market with shelves sag 
ging low under the leaden weight 
of over-priced houses. Satisfy 
yourself on two counts: 

1) Be certain that your sellers 
really need to sell or have some 
other good motive for selling. Be 
sure they will act if you produce 
a fair and equitable deal for them, 
and that they aren’t just “iffy” 
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By EARL B. TECKEMEYER 
Realtor 


Indianapolis, Indiana 


sellers who might accept a deal 
if the price is right. 

2) Be certain the listing price is 
the “asking price” and the “tak- 
ing price” that it has been 
reasoned out and can be support- 
ed by facts. Be sure it isn’t the re- 
sult of competitive bidding for a 
listing or the whooped up: fiction- 
al, hoped-for figure which you 
agree to work on for 30 days. 


Prerequisite to Success 

Having made the proper start, 
we can proceed to discuss the 
more interesting and vital aspects 
of real estate selling this spring 

One of the greatest salesmen | 
ever knew in this business once 
told me that to be a_ successful 
salesman, all I needed to learn was 
how to “make people like me and 
believe in me.” He was right. | 
have analyzed many successful 
salesmen in this business and this 
characteristic is one of thei 
greatest assets. 

This spring why not stop and 
check to see where you stand. 

People are going to call you to 
help them find homes. Others are 
going to call you to help them dis 
pose of their homes and find other 
ones. That’s one way you'll get 


Salesmen Out Of Hibernation! 


business and listings. Either that 
or you'll go prospecting for busi- 
ness. If you do, you'll be different, 
but go ahead! 

When you go out, be prepared 
with something new in the way of 
listing-getting and house-showing 
Use material available to you 
from publications such as this one 
which you may have passed over 

Check up on yourself! If you've 
been doing the same thing in the 
same way for two years, look it 
over carefully. Isn't there a bet 
ter way? If you find you've been 
doing the same thing in the same 
way for five years, view that with 
great suspicion It’s getting old 
and tired. And, if you find you've 
been doing the same thing the 
same way for 10 years, throw it 
out the window and start from 
scratch. It can’t be that good 


Throw Out Those Old ideas 

You simply can’t use 1944 
methods in a 1954 economy. To 
repeat, constant change is one of 
the vital and interesting feature 
of our business. Take advantage 
of it 

Next to salable listings, the most 
important thing you will need in 
this spring market are prospects 
Actually. they are all about us 
The trouble is. we don’t recognize 
them, and we often spend a lot 
of time and money trying to make 
a contact we could easily have 
made had we been more alive to 





an offer? 





Teckemeyer’s Spring Check List for Salesmen 


1) Is this property priced right? Can I really prove it, in black and 
white, to a prospect who wants to know? 


2) Do I have a seller who needs to sell and who will act if 1 produce 


3) Am I dealing with prospects actually in the market to buy? What 
evidence do I have that they will act if I spend my time and money 
finding the right home for them? 

+) Is my conduct such that people like me and believe in me? I pause 
to think about this every day. 


5) Am I really thrilled about being in this business of helping people 
find homes, or is it just another way of making a living? What i 
my attitude toward this business of real estate? 
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our ever present opportunities. 

Real estate, our product, is on 
the “must” list of every living 
soul. It is a necessity for shelter, 
or is desired for investment. There 
is no safer haven for surplus funds 
than well-bought, well-managed 
real estate. As to shelter, everyone 
must live somewhere. 


Everyone's a Prospect 

Like the beer salesman who 
won all the prizes for the most 
sales said when asked the secret 
of his success, “Well, anyone who 
can swallow is a prospect.” There 
were no non-prospects for that 
guy, and so it ought to be with 
selling real estate. Everyone, 
everywhere, is a prospect and will 
be this spring, i our attitude is 
right. 

First thing we need to be sure 
about when we go prospect hunt- 
ing is that we have a real en- 
thusiasm for this business. I don’t 
mean just a passive, easy-going, 
take-it-or-leave-it attitude. What I 
mean is a downright uneasiness 
about yourself and what this busi 
ness of establishing homes really 
means to you, your home town 
and the common good. 

Above all, think what you in- 
tend to do about improving your 
ability to perform properly in this 
important field. It’s sort of a 
spring training program like the 
ball players go through. Sure, 
they ace how to play all right. 
They’re pros. But they never stop 
practicing, especially every spring. 
So, see if you are really mentally 
tuned to your work and in shape 
to give a top performance. 

If you do this, be careful, be- 
cause you are going to find it’s 
tough to kiss some of your pet 
ideas goodbye. I recall a whiz of a 
salesman who had many wonder- 
ful customers and was well-liked. 
He always took his wife with 
him on his many trips, and, while 
she was a wonderful gal with a 
charming personality, she was 
downright ugly. One of his best 
customers finally said, “Fred, | 
like to have you call, but why, 
oh why, do you always bring your 
wife along?” “That's easy,” an- 
swered our salesman, “It’s easier 
to bring her along than to kiss her 
goodbye.” 

You may find yourself in the 
same boat. I have. It’s easier to 
cling to the same old ideas than 
to get up, stretch, shake off the 
cobwebs and start afresh. But, this 
spring, in a changing and more 
fA market, that’s what 
we'll all have to do. 
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A word of caution here. There 
is such a thing as false optimism. 
It can become a liability if carried 
to excess. It begins to reek of in- 
sincerity. And. lack of sincerity is 
the easiest thing to detect when 
displayed by an over-anx ious 
salesman bent solely on making 
the deal, without regard to the 
benefits that should flow to both 
buyer and seller. Artificial opti 
mism drives away more friends 
than it can ever make. 

A real salesman is also a realist, 
not a professional optimist, or a 
pessimist either. So, in handling 
that new crop of spring prospects, 
just face up to whatever the prob- 
lem is and be prepared to offer 
sound ideas or suggestions. 


Attitude Is the Key 

Most of what has been said here 
revolve around our attitude, our 
outlook, what we think of our- 
selves and our willingness to ad 
here to the things we know are 
right and productive. It also in- 
volves our enthusiasm for this 
business. Boiled down, it means 
being true to ourselves and having 
self-confidence. You know, it could 
be that selling has become too 
mechanical and scientific to the 
point where the art of arousing 
people emotionally is lost. 

Last month I heard the sales 
manager of a large tire company 
assert in a public speech that half 
the people selling for his com- 
pany knew nothing about the real 
art of selling. They had never 
had to sell. People just bought. 
He continued to say that his sales- 
men would have to be trained all 
over again. 

Not long ago in my home town, 
an elderly lady walked into a 
prominent hardware store and ask- 
ed to buy a stove. An alert, highly- 
trained, over - enthusiastic sales 
man offered to help and immedi- 
ately selected a stove which he 
felt would suit her needs, then 
launched into a whirl-wind spiel 
about draft controls, btus, thermo 
stats and so on. He overwhelmed 
the poor soul with all the facts. 
When he finished, in a meek, 
startled, rather apologetic voice. 
she inquired, “But, Mister, will it 
keep a poor old lady warm?” 

You see, all science and no art, 
no warmth, no real feeling for 
the customer’s needs or circum- 
stances. When he finally told her 
it would in plain English, she 
bought it and left. 

So, for this new spring market, 
full of America’s anxious home 
seekers, let’s be prepared. 
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NE OF your duties as a prop- 

erty manager is to see that 
your buildings are maintained as 
well or better than competitive 
buildings in their neighborhood. 
Only by keeping up to this stand- 
ard can you satisfy today’s tenants 
and get your share of new ones. 

Although it’s very difficult for 
a building to get higher rates than 
a next-door neighbor furnishing 
the same services and similar 
space, it’s easy to get lower rates. 
With competition back in the pic 
ture, tenants are finding they can 
pick and choose, and_ they’re 
bound to choose the building 
which gives them the most for 
their money. 

It would be silly to put solid 
gold doorbells on your building 
if your competitors have only 
brass ones, but it would be equal 
ly stupid to have doorbells that 
didn’t ring when your competi- 
tors keep theirs in repair. 

The manager who knows his 
competition and has the skill to 
meet it, will set up his organiza 
tion to maintain his buildings at 
the most reasonable cost. There 
are at least three ways to set up 
your management organization 
for effecive maintenance service 


Should You Have Crews? 

Some property managers have 
their own crews to do electrical 
work, plumbing, painting and 
papering. Such a set-up requires 
automotive equipment and_ the 
employment of good men. You 
must also have a supervision and 
accounting system — an organiza- 
tion doesn’t run automatically. 

Providing the employees have 
no idle time and they have at 
least average skill, and providing 
the management company has a 
large number of buildings, this 
method can pay. But, there are 
many hidden booby traps in this 
system. Here are some of them: 

1) When a big job has to be 
done, just so much can be han- 
dled by your own men, then out- 
siders must be called in. Knowing 
that you have your own crew, out- 
side competitors don’t break their 
necks to do emergency work. 

2) A workshop and tools have 
to be maintained. 

3) There will be slack times 
when the men won't be busy. 
When they're sitting in the stock 
room telling stories, you'll be pay 
ing the bill. The owner won't be 
happy when this cost is pro-rated 
over his property. 

+) When the owner complains 
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Should 


You Use 


Maintenance Crews? 


By CARLTON SCHULTZ 
Cleveland, Ohio 


that the bill is too high, you'll 
have a hard time explaining it. A 
manager is in a much stronger 
position if he stands with the own 
er against high costs, rather than 
fighting with him over mainten 
ance costs. 

3) There is the union situation 
In small communities where there 
are no strong unions, a jack-of-all- 
trades can do a lot of low-cost 
maintenance work. Where there 
are unions, it takes several men of 
different trades to do what one 
man could do. 


Take Bids on Large Jobs 
The second way to take care of 
maintenance is to get three bids 
from reliable organizations 
plumbers, electricians and the like 
on each job of any con- 
sequence, and give the job to the 
lowest bidder. If he does good 
work, give him all the little jobs 
that come up prior to the next 
large one. Then take bids again. 
This is a method that has work- 
ed out satisfactorily with our of- 
fice, and the one that we adhere 
to in prac tically all cases 
By the bidding method. the 
most skilled and reasonable organ 
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Of the three methods generally used for income property mainte 


nance, the author says maintenance crews are the most costly and 


least effective. They need supervision, an accounting system, a sup- 


ply of expensive tools, a workshop, and they're apt to be inactive 


much of the time. His alternatives — a system of bid-taking, or a 


part-time custodian plan, both of which he outlines here. 


ization can be selected and they 
are only paid while they’re work 
ing. They sit around on their own 
company’s time. 

When the job is done and in- 
spected, the manager isn’t limited 
in his criticism of the work by 
the feeling that if part of it 1s 
done over, it’s going to take money 
out of his pocket. The other fel 
low stands the loss and the man 
ager’s OWN por kethook doesn’t ar 
gue against having a good job 

The plumbing and_ electrical 
companies have their own tools 
and transportation. All you do is 
issue an order, inspect the work 
and pay the bill. Of course, you 
make no profit from the repair 
work. but you take no losses either 
And the owner will have no com- 
plaints for overcharges 


The Part-Time Custodian 

The third method can never be 
substituted for either of the two 
described above. but can be ef- 
fectively used along with them. If 
you have several buildings located 
within a relatively short distance 
of each other, skilled mechanics 
can be selected as custodians. 

Let's assume that in one build- 
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ing you have a fully qualified 
paperhanger as a part-time cus- 
todian; in another. an electrician; 
and in another, a plumber. If these 
custodians are hired with the un- 
derstanding that they can work 
for others during the day, and if 
their presence is only required 
on Saturday, Sunday and. eve- 
nings. it won't be taking advan- 
tage of the owner to have the cus 
todian do work in another build 
ing. 

The trouble with this method 
for the last few years has been 
that everyone who was skilled had 
steady work. In times when every 
one is not fully employed, it is 
possible to get a part of the skill 
ed custodian’s time in other near 
by buildings. There is little or no 
overhead and only material and 
wages are charged against his 
work. Therefore, the cost of em 
ploying him is less than it would 
he for an established shop 

The use of this method depends 
on business conditions. During the 
last few years. we haven't found 
the plan too effective, but in years 
of low employment, it was very 
good. For now, | think the second 
method has the most advantages 
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Designs for Real Estate Builders 


Journal editors again ask two prominent architects 
which of their house designs are best-suited for 
merchant building. In planning this year’s devel- 
opments, you may want to consider many of these 


features and ideas. 


MAYNAPO PARKER PHOTOS 
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@ CLIFF MAY 
LOS ANGELES 


BELIEVE this house is particuarly suited for mer- 

chant building because, first of all, it has popular 
appeal. When it appeared in Good innsductaion 
Magazine, it turned out to be the third most popular 
house they have ever published. I believe they sold 
something like 70,000 sketch plans. We made a map 
of the United States showing where the houses had 
been built, and we were surprised to find that more 
of these houses were built east of the Mississippi than 
in the West. The house is economical to build and is 
in a popular price bracket. It embodies indoor-out 
door living with the protected inner courtyard.” 
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hold work center. Disappearing stairs give access to 
e@ MORGAN YOST attic storage above the bedrooms, though the ceiling 
of the living room follows the slope of the roof. There 
CHICAGO is good storage space at the end of the clapboard for 
lawn mowers, bicycles and the like 
“With its low, gently sloping roof and wide over 
hang and its horizontal lines, this house would com 
pose well ina project of many similar houses 


‘ta HOUSE was designed for simplicity of erec 
tion. In fact, it was originally designed to be erect- 
ed in wall size panels. It should be inexpensive, espe 
cially if built in numbers, and yet is not too small. —_— 
It contains 912 square feet of living area, including TERRACE 
three bedrooms, which so many families now need. a 
“The living-dining area extends through the house, |__| 
front and back. The entrance location recognizes that 
the family enters and leaves by way of the automo- aot a ——— ——$s— 
bile, therefore the car port serves as entrance shelter. STORAGE LIVING IBR*3 BR"! ] 
The living room has one wall of glass opening to a 4-8"« 13-2" 14'-6"s 15-4" 96910" | g10%1z-4! 
garden terrace to the rear, away from the street traf — — 
fic. The large window of the dining room does face CARPORT | 
the street in the realization that many families like to ——e | 
keep tab on the going and coming of their neighbors. wano fun] wano Lwano 
“For economy, the plumbing is concentrated around 
the utility room, where the water heater is located, * DIS STAIRS 
with space also for a water softener. Instant hot wa- 
ter is therefore obtainable, as there are no long runs pe gop J crs] iJ Jone 
of pipe. The heating plant is also located in this util- omy ; 


; 




















; ( i 

ity closet. } /k 
“Kitchen and laundry are combined, with auto LY 

matic dryer and washer, making this area a house 1 FLOWER 80x 
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‘OU can’t set up a management 
I. department overnight. You've 
got to start out on a small scale and 
pick a man to run the department 
who will keep a vigilant eye on 
every detail. That's the formula 
for success of the property man- 
agement department of Harlow E. 
Scribner, Inc., an accredited prop 
erty management organization of 
San Leandro, California. 

This small realtor firm started 
two years ago by setting up a rent- 
al service for single family homes, 
a result of being in an area which 
consists. for the most part, of that 
type of home. There are few com- 
mercial buildings other than. pri- 
vately-owned and operated shop- 
ping centers. However, the com 
pany manages the Pelton Shopping 
Center and has its office located in 
it 

Rentals for a typical two bed 
room home are S80 to $90. and for 
i three bedroom home valued be 
tween $10,000 and $12,000 — $90 
to S100 per month. The company 
has 200 rental accounts, mostly for 
owners who were transferred out 
of town but who expect to return. 
They would rather rent their home 
than sell 

“Duties of the rental department,” E. W. Hous- 
man, property manager, says, “are collecting rents, 
making loan payments, keeping properties rented, 
handling tenants’ complaints, protecting the owners’ 
interests, regularly inspecting and enforcing good 
maintenance of the property by the tenants, and 
supervising repairs and maintenance.” Charge for 
this service is 35% of the first month’s rent and 
$5 a month thereafter. 

This charge may seem surprisingly low, and it’s 
only through organization of detail that accounts of 
this nature show a profit, says Housman. 


How do you keep overhead down in this type of operation? 


This is the key. It’s the most valuable thing you 
have, Housman says. You must constantly seek 
ways to save it, to streamline your methods. You 
must plan effective advertising and give the best 
service possible to clients with a minimum of effort 

Housman saves time by using form letters. a 


Prospective renters are receiving a list of rentals from E. W. Housman, certified property 
manager who heads the department. Housman cuts costs by letting tenants see property 
by themselves. A map shows the way. 


specially-designed bookkeeping system, and pre-ad- 
dressed mailing procedures 

He cuts advertising costs by running the same ad 
every day for a month. He advertises the company’s 
rental service rather than advertising specific prop 
erties. He has a dual-purpose “For Rent” sign which 
he mails to owners when they list the rental, sends 
direct mail post cards to his most active areas, uses 
an attractive window display, and continually builds 
a reputation among local realtors and residents. 

Quick service is given by tactfully cutting down 
on all personal and telephone conversations, doing 
business with as many people as possible each day, 
and constantly reviewing sales arguments and _ re- 
peat conversations so they give the best results in 
the shortest time 

Giving maximum service with minimum effort is 
done by not leaving the office to show rentals when 
the tenant can see it for himself, and trying to get 
the “cream off the top” of each transaction. “It’s 


Two years ago, property management was only a sideline for this California realtor. But, painstaking 


attention to detail and clever time and cost saving systems have built it to a department all its own with 


more than 200 accounts. Their ideas may be helpful to you. 
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Bookkeeping is done by a system specially designed for the Scribner office. All forms used 
are lined up by a peg board, shown in use here, and carbons transfer each posting. Ledger 
file at left can be reached conveniently by the secretary. 


wiser to cancel an account when it gets too involved 
without the possibility of getting business rather 
than spend too much time on it,” Housman says 
To cut further red tape. Housman organizes his 
time to do personally as much of the management 
transactions as possible in order to stay familiar 
with the accounts, thus cutting down on hired help. 
He tries to group work to cut repetition and avoid 
doing too many things at the same time. 

To get the best response from his monthly news 
paper ads, Housman surveys available rentals and 
writes ads for the type of rentals available at the 
time. The ads appear under the headings, Duplexes 
for Rent, Houses Furnished for Rent, Houses Un 
furnished for Rent, and Rental Bureaus. 

In addition to newspaper advertising, Housman 
gets tenants through personal contacts with local in- 
dustries, military bases, chambers of commerce and 
other realtors. The office is located at the entrance to 
Pelton Shopping Center, resulting in “walk-in busi- 
ness. 

Housman avoids showing rentals by giving a pro- 
spect a list of addresses and a map showing him 
how to find the rental. If the unit is vacant, a key 
is kept in the office or is left with a neighbor. If the 
unit is occupied, the person living in it usually shows 
il 

Because of war-time housing shortage, it has been 
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Forms used on the peg board are Owner's 
Statement, ledger sheet, pages from the cash 
journals, and checks to owners. 


customary in the San Leandro area to charge rental 
fees to tenants rather than to owners. But changes 
in the rental market are effecting a gradual switch 
Scribner is trying to change over, but in the mean- 
time charges tenants in most cases. 

To get new managemient accounts, Housman runs 
monthly ads under two headings — Houses Wanted 
Furnished and Unfurnished. When owner phones 
the company to list his property for rent, Housman 
discusses their management service with him and 
tries to get the account. He also calls rental ads and 
offers to help the owner rent and/or manage his 
home. 

Housman’s dual-purpose “For Rent” sign is 84x 
11 inches in size and folds twice into a 4144x514 
inch mailing piece. When folded, one face has a re- 
turn address and space for addressing. The reverse 
face has a cartoon and a sales pitch: “Let us worry 
about your rental problem. We offer ” When it 1s 
unfolded for posting in the window or the rental 
unit, the rear side has a complete description of the 
company’s management service 

Form letters are sent to other realtors who do not 
have a rental service asking that they refer then 
management prospects to Scribner. A similar letter 
is sent to banks and loan companies. A management 
agreement form is enclosed to show services offered 

All Scribner’s forms are designed to save time 
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Each account has a signed management agreement 
which clearly defines duties and relations of owner 
and agent. Each unit has a rental agreement or 
lease signed by both tenant and owner. These writ- 
ten contracts help prevent misunderstandings and 
make it easier to tha accurate records. 

Form letters in servicing accounts save a tre 
mendous amount of time. They are used for: 1) 
sending leases to owners for signatures; 2) sending 
signed leases to tenants; 3) iain letters to tenants 
verifying termination date and check-out procedure; 
4) notifying owner that tenant is vacating; 5) writ- 
ing letters of recommendation for tenants; 6) send- 
ing rent delinquency letters to tenants at three, five, 
and seven days past due; 7) writing insurance let- 
ters to owners when policies expire asking if the 
company may write renewal policies. 

Another time saver is the maintenance work order 

filled out when work is authorized. After a bill is 
received the information is transferred to this form 
When the bill is paid from the owner’s account the 
paid bill is sent to the owner along with his monthly 
statement 

The company keeps rigid control of maintenance 
and repair. It works with a furnace company, a 
plumbing company and a general handyman, and 
gets discounts due to large volume. Savings are pass- 
ed on to owners. 

Scribner Company uses a_ bookkeeping system 
specially designed for its office by the Charles Had- 
ley Company. “If a system is designed properly.” 
Housman says, “it will save countless hours usually 
spent in posting and keeping ledgers.’ His secretary 
spends 24 hours a month on the books, or an average 
of an hour a day, posting, servicing and making 
( he« ks. 

The system is a multiform, manual operation 
Each entry is transferred simultaneously through 
carbons when receiving or disbursing money to own- 
ers statements, ledger cards, receipt and disbursement 
journals, and checks. 

Each month after all money is received and dis 
bursed, the owner's statement is detached and sent 
to the owner along with repair and other bills paid 
and a check for the balance. 

Each account has a ledger card upon which is 
recorded all the cash received and disbursed in con 
nection with the owner and his property. Abbrevi- 
ated initials are used to describe an entry, such as 
R. C. for rent collection, L.P. for loan payment, ete. 
This code is on the ledger and on owner's monthly 
statement for easy reference. , 
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Dual purpose “For Rent” sign carries a sales 
message on the rear side. It is folded twice into 
a convenient packet for mailing, doing away with 
the need for an envelope. It doubles as a direct 
mail piece which can be sent to prospects. 


Two journals are kept one for receipts and one 
for disbursements. They can be easily checked at 
any time to determine if the books are balanced and 
they help analyze business conditions. 

Checks are posted by lining up with the other 
forms when they are posted. Payee and amount are 
then typed in. 

Good organization of detail helps cut mailing time. 
When disbursements are made it’s important to 
mail statements and checks as fast as possible. With 
Housman’s system, the department can process about 
100 accounts in four hours. This includes mailing 
loan payments and maintenance bills to owners. 

Each account has several 3x5-inch pre-addressed 
slips. For mailings to the owner a slip is merely 
placed in a window envelope with the item to be 
mailed. Housman also keeps a file of pre-addressed 
slips for banks, loan companies, utilities, and others 
with whom the department corresponds regularly. 


Inspecting Property 


Housman has a list of properties according to lo- 
cation. When a property manager needs to go to 
any certain area, it is easy to check the list and drive 
past the rental properties for a quick inspection. 

If the home shows neglect, the manager calls on 
the tenant immediately to discuss and correct the 
situation. This method permits a check on each prop- 
erty two or three times a month. 

“Most of our accounts are occupied by tenants who 
keep up property well, while a few require fre- 
quent inspections and personal calls,” Housman says. 
“We always inspect when a tenant leaves.” 


Relation With Other Departments 


All rental and management customers are re- 
ferred to and handled by the management depart- 
ment alone. Rental commissions and management 
fees are not divided among other personnel. This 
cuts bookkeeping costs and eliminates friction be 
tween salesmen. 

However, if a salesman creates a management ac 
count on his own initiative he will receive the listing 
commission if the property sells. All other listings be- 
long to the property manager. Sales and insurance 
prospects are also referred to the proper departments. 

Scribner and Housman are both certified prop- 
erty managers. Scribner spends 5% of his time in 
the management department, Housman 100%. 
Other personnel are a 40-hour-a-week department 
secretary and the company accounting secretary. 
who spends about an hour a day in this department. 
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Tiny bricks outline a small, comtortable fireplace which can be equipped 
with brass andirons and stokers. Chairs and a coffee table can be arranged 
around it, making it the center of attraction in a room. 


PHOTOS BY ROBERT CLEVELAND AND MAYNARD PARKER 


Built flush into a solid wall of bricks, this fireplace has a 
slightly raised hearth of brick. The screen used here em 
phasizes the expansive wall by drawing, curtaintashion 


Fireplace 


Ideas 


Here is a more formal fireplace made from random-cut local stone. 
It has a mantel piece for easy decoration, and the panel above can 
be left plain or used for picture hanging as in this photograph 


N PLANNING your new homes. have you considered the sales 
appeal of a fireplace. You can leave it out and cut costs. But 
don’t forget. you may be giving up a good selling feature. 

If you decide it’s a sales point you can't afford to omit, you 
will want to plan your fireplace to its best advantage. There’s a 
wealth of materials for any style. A brick, stone or tile hearth 
can enhance any living room, give it that extra spark that turns 
prospects into buyers. 

Here are several different fireplace designs, from the conven 
tional, brick-outlined Early American to an ultra-modern, white 
cement fireplace which opens on two sides and serves also as a 
room divider. These may give you ideas for your new home plans. 


This ultra-modern, white cement fireplace was designed to serve ag both fireplace and room 
divider. Here it divides the living room from the dining room and is open on two sides 
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Homes Our 


Readers Are 


Building 


e@ IN OHIO 


$75,000 built-for-sale home sells 
30 days after completion 


YEVERAL YEARS ago the Myers Y. Cooper Com- 


WJ pany, Cincinnati realtor-builders, purchased the 


Nicholas Longworth Homestead property in East 
Walnut Hills and has since laid out the property 
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¥ 


a dale. 


in one and two acre tracts. Cooper is now erecting 
homes in the section like this colonial residence, the 
first one to be built. 

The house contains a center hall 914x16 feet, a 
powder room and lavatory, a living room 17x30 
feet, a dining room 14x151% feet, a fully-equipped 
General Electric kitchen, three bedrooms and two 
tile baths. Another prominent feature is complete 
year-round air conditioning by General Electric. The 
house also has a screened porch with an asphalt tile 
floor. 

The basement is finished as a recreation room and 
has a tile floor. There is a servant’s room and bath 
over the double-car garage. 

Well-blended into its setting, the house is sur- 
rounded with large shade trees. Ample outdoor space 
is provided by the large lot which is 150x200 feet in 
size. 

An advertisement telling the location and the in- 
dividual features of the house brought 1,000 people 
to it even on a rainy day. It was sold within 30 days 
of completion. 

The house was designed by Cooper’s architectural 
department and sold for approximately $75,000. 
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e@ IN NEW YORK 


Real estate builder retains rural atmosphere, 
stresses easy up-keep 


N A 52-ACRE site in East Norwich, Long Island, 

Split Rock Ridge, Inc., has planned a develop- 
ment in which every effort is being made to preserve 
the rural quality of the land. 

A amle house, built from one of four basic plans 
by Architects Furno and Harrison of New York, 
features large glass area and easy access to terraces 
and service areas. 

One end of the studio-type living room is entire- 
ly of glass except for a rustic brick fireplace. The 
living room is large — 24x191% feet. 

Three bedrooms and two baths are featured in 
this home, and two other available plans call for 
four bedrooms. The master bedroom has a private 
bathroom and a large dressing alcove. The other 
bath, flanking two bedrooms, has a lavatory dressing 
table. There are six closets in the bedroom wing. 

Ample storage space is offered in the full concrete 
basement. Storage and work space is also provided in 
a large two-car garage, linked to the house by a 
breezeway. 

In addition to a dining space, the modern kitchen 
has a breakfast alcove which will seat eight. Ap- 
pliances included are Hotpoint electric range, dish- 
washer and 101% cubic-foot refrigerator. All doors 
are flush. Vertical and horizontal tongue-and-groove 
siding combined with brick, has been used on the 
exterior walls. The roofing material is pristine white 
marble chips embedded in pitch. This reflects sum 
mer heat and requires little maintenance. 

Other mantle featured are oak flooring (except 
for linoleum in the kitchen and tile in the bath- 
rooms), plastered and fully insulated walls, forced 
warm-air heating from an oil-fired furnace, and 
ducts for future air conditioning. 

This home sells for approximately $29,700. 


e@ IN FLORIDA 


Spaciousness, popular products give 
this home sales appeal 


N A JACKSONVILLE parade of homes, one of the 

most striking of the dozen houses displayed was 
this three-bedroom, two-bath home built by Stockton, 
Whatley & Davin Company, realtors, builders, and 
mortgage bankers. 

With 1,433 square feet of floor space, not includ- 
ing the porch, storage room and garage, the house was 
designed to meet the requirements of the average 
American family and recapture the spaciousness of 
the big homes of the past. 

A sense of expansiveness is given by a combination 
living-dining room with 322 square feet of floor 
space, opening onto a large porch. The effect of let- 
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ting the outdoors in is carried out by using sliding 
glass door partitions, large windows and inside plant 
beds. 

The 9/2”x142” kitchen is at the front of the 
house to leave the rear completely free for living 
area. A General Electric dishwasher and garbage dis- 
pus are included in the purchase price. Separate 
aundry space is provided. 

Carrara structural glass wainscoting gives the 
bathrooms extra sparkle. American-Standard plumb- 
ing fixtures are featured including vanity-type lava 
tories with Formica tops. 

The master bedroom has a porch with Kaiser alu 
minum screening. It also has its own bath and walk- 
in closet. 

Heating is by a Duotherm warm air furnace. Ducts 
are installed for future air-conditioning. Ceco case 
ment windows, mercury switches and Schlage hard 
ware are other well-known products used 

Sales price for the home is approximately $22,500 
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He Finds New Ideas 
—and Makes Them Work 


RE sales ideas good just because 
they've been used for years? 
William B. Cusack, president of 
Cusack & Carlson, Inc., says not 
necessarily. He believes in trying 
new ideas, and he doesn’t hesitate 
to throw out an old one when a 
new one does the job better. 
One big proving ground for new 
ideas is sales contests. This Min 
neapolis firm has sales contests 


for no less than 30 days. and 
Cusack’s average listing is for 
about 45 days. 

Having only exclusives gives 
Cusack’s salesmen complete con 
fidence that they are showing only 
properties that haven't already 
been sold. This system is careful 
ly explained to prospective clients 
Says Cusack, “Our salesmen en- 
joy working in an office with the 


This Minneapolis realtor-builder is always on the look-out for ideas 


— and he’s not afraid to try new ones. As a result, he has built a 


core of sound, profitable sales policies. Here’s how his company han- 


dles sales contests, open-houses, inspection tours, sales meetings, floor 


days, advertising. Why not try these in your office? 


running constantly. One offers the 
top salesman for a_ three-month 
period a new tailor-made suit of 
clothes, Such contests have worked 
so well that every time a salesman 
puts on his suit he thinks about 
the contest which is on now and 
how he can get busy to win 

For a sale to be counted in a 
specific contest, it must be ap- 
proved by the sales manager and 
Cusack. Even though a sale isn’t 
closed, if it is approved by these 
two men, it counts. Cusack says he 
has no trouble with salesmen who 
feel they’ve lost a contest because 
a competing salesman was credit 
ed with a sale that later fell 
through 


Uses Exclusives Only 

All listings accepted by Cusack’s 
office are exclusive. If a salesman 
or an officer of the company lists 
a property, he must have a signed 
exclusive listing, specifying the 
time-period and price. This elim- 
inates all questions about verbal 
exclusives. Listings are accepted 


34 


knowledge that any property they 
show is exclusive, and they go to 
bat to accomplish this. We have 
had no trouble getting people to 
place their properties in the hands 
of an exclusive agent who is ex- 
clusively trying to sell their prop- 
erty.” 

Though many realtors in Min- 
neapolis participate in the mul 
tiple listing exchange, Cusack does 
not. His company cooperates with 
all realtors in the city and allows 
them to show C & C listings on a 
reciprocal basis with a 50-50 split 
However, if the cooperating real 
tor is a member of the multiple 
listing exchange, Cusack’s com- 
pany allows only 42% of the com- 
mission, because that’s what their 
regulations provide. 

Doesn't Display Photographs 

An interesting aspect of 
Cusack’s sales policy is that he 
never allows a picture of a listed 
property in the office. He feels 
that a property must be shown to 
be sold. and that salesmen like 
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all human beings — are naturally 
lazy. “They may show a property 
only when a buyer or prospect 
likes the exterior from a photo 
graph,” says Cusack. “Many 
homes have been sold to buyers 
who said, ‘I don’t like the exterior; 
I don’t even want to go in’.” 

Twenty-four salesmen operate 
from the Cusack & Carlson office. 
All the ads are funneled into the 
office under one telephone num- 
ber with no salesman’s name on 
any ads. Six men have the floor 
each day. They work in shifts of 
two and are authorized to take 
calls on all properties advertised 
that day, and to handle all walk- 
in prospects. The first two men 
begin their floor day at 8:30 a.m. 
and work until 12:30 when the 
second pair takes over. These two 
work until relieved by the last pair 
at 5 p.m. The last two are off at 
9 p.m. 


Salesmen Work Any Listing 

In Cusack’s office all listings 
are open to all salesmen. How- 
ever, if a listing is sold in the first 
one-third of the listing period, the 
selling and listing salesmen split 
50-50. If the listing is sold after 
the first one-third period, the list 
ing salesman receives 15%, of the 
gross commission, the selling sales 
man 45% of what’s left. 

At first. Cusack’s salesmen 
didn’t like the idea of leaving their 
names off their ads. They have 
since changed their minds. They 
find they’re not tied down and 
are freer to move about and work 
in the field. The men are respon 
sible to be present for a four-hour 
period during which they receive 
calls. They are free during an- 
other four-hour period to service 
clients. The salesmen who are out 
need only call the switchboard and 
have the office girl move the in- 
dicator on an “In-Out” board, so 
the office will know where they 
are and when they'll be available 

A listing salesman may request 
an open-house on a property he 
has listed at any time. Cusack has 
at least 20 open houses each Sun 


NaTIoNAL REAL Estate AND BuILDING JouRNAI 





The HOUSE of REALTY ~:~ 


Examine our Program which has 


Served So Many... So Well! 


WE MUST SUCCEED! 
SERVICE ae ny pt 
to HOME 


SELLERS 


. ' Saif 
EMPLOY THIS STAFF: 


leven me e 


CAREFUL SELECTION 
SERVICE scope fe & 

to HOME pany pe 
BUYERS ge ae me sian ee 


») EXCLUSIVE offe 


ADVANTAGES ADVERTISING 


of 
c*c 


ale ape 


MARKET ANALYSTS 
POLICIES jeleator 


of 
c*c 


Whitier 1833 


CUSACK & CARLSON, 


FINANCING 


INSURING 


We ca 


tos Wa 


mip 


ment 
f Res 
54 


sa 
eo 


| 


e 


8 


ee 


i 


5 


i 


BELTLINE 
(Highwey 100) AT 
EXCELSIOR 
BOULEVARD 


INC. 


MINNEAPOLIS SUNDAY TRIBUr 


Here is the first in a series of full-page newspaper ads which Cusack is running at intervals 
throughout the year. Each ad highlights a different facet of his company’s real estate 
operation. The last one will review the company’s sales record for the year. 


day, including project develop- 
ment of builder clients 


Records Prospects’ Reactions 


Each salesman must fill out a 
special slip when he shows a prop- 
erty. This slip has the prospect's 
name, the date and remarks about 
the prospect's reaction to the prop 
erty. Slips are mailed to the home 
owner to bolster his feeling that 
there is a continuous effort being 
made to sell his home. 

Advertising and administrative 
detail in the Cusack & Carlson of 
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fice is handled by a 27-year-old, 
graduate of Minnesota College 
who had two years of law at 
Harvard. Cusack feels that you 
must have a top man in this posi- 
tion. 

Cusack used to tour listings one 
day a week, but needs two days 
now because there are too many 
to cover in one day. A bus is 
chartered for the tour with signs 
on each side proclaiming “Cusack 
& Carlson, the House of Realty. is 
on tour of inspection. List today 
and sell tomorrow!” ‘ 
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Each salesman on the tour is ask- 
ed to independently evaluate each 
property inspe¢ ted. These 
turned in to the manager 
who goes along on the tour and 
makes his own appraisal of each 
property. An average price is com 
puted from all these estimates 

Cusack finds that this market 
average price is within 2% or 3% 
of the eventual sales price. If the 
property is listed more than 7‘ 
above the tour price average. the 
sales manager privately asks the 
salesman to relist the property 
within those limits. These aver- 
ages are posted in the sales man- 
ager’s office and are sometimes 
shown to sellers as a market in 
dicator. 

Two one-hour 
are held each week by 
Carlson. On Monday mornings 
they meet from 8 a.m. to 9 a.m. to 
discuss policies, planning, and 
problems. On Thursday mornings 
the sales manager holds a meeting 
just before one of the tours, This 
meeting is strictly instructional 
It deals with salesmanship and 
technical information valuable to 
the salesmen 

Always on the look-out for new 
promotional ideas, Cusack has cur 
rently contracted for six full-page 
newspaper ads to be run at inter- 
vals during the year 

The first ad is educational and 
institutional (see illustration) 
The second is designed to sell the 
firm’s home building activities, 
showing houses available from 
$11,000 up to $90,000 and $100,- 
OOO 

The third ad will feature one o1 
two specific home building pro 
jects with direct invitation to in 
spect and buy. It will display a 
large photo of a typical project 
home with floor plans ‘ail extra 
selling points such as Bendix 
washers and dryers 

The fourth ad will be in testi- 
monial form with several pictures 
of customers in front of their 
homes alongside their statements 
of satisfaction. It may also include 
a cross-section of typical homes 
for sale from Cusack & Carlson's 
reservoir of listings 


are 


sales 


sales meetings 


Cusack & 


The fifth advertisement will be 
a panorama of pictures of homes 
for sale in all sections of the city 
And the last full-page ad will re 
view Cusack & Carlson’s perform 
ance in 1954, giving dollar vol 
ume, individual sales records, per- 
sonnel changes and promotions, It 
will be designed to encourage list 
ings based on these success stories 
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= Wanted = 
For Public 


Decent 


Realtors everywhere should be on the lookout for 
unlicensed agents of national business brokerage 
organizations who fraudulently collect advance 
listing fees and give no service in return. These 
men are giving the industry a black eye. They 
perpetrate fraud, misrepresentation, and deceit up- 
on the public with smooth talk and rosy promises. 
Here’s how they operate: 


N OUT-OF-TOWN AGENT asks you to list your 
“A.business property with his company. He _pro- 
mises national advertising and fast action, collects 
a fee, gives you a listing contract. You wait for the 
promised parade of prospects and look for the nation- 
al advertising. Nothing happens. You call the com- 
pany’s home office and get rosy promises, but you 
wait and still get no action. 

If this happens to you, chances are you’ve been 
taken in by an unscrupulous and probably unlicensed 
agent of a nation-wide business brokerage firm. Such 
cases over the country are causing considerable alarm 
among license law officials and realtors 

In a great many cases, companies which have been 
charged with this practice have managed to wiggle 
out of it by pointing to a line of fine type in the list- 
ing contract which describes the “national advertis 
ing” the client really gets — a small listing in a cata- 
log sent to broker-members across the country. 

Certainly not all national brokerage organiza- 


tions operate in this manner. But those who do oper 
ate on the fringe of the law are having the same ef 
fect as a rotten apple in a barrel of good ones 

The question at stake is not “Should brokers charge 
advance listing fees,” but “Are those who charge fees 
giving the promised service, and are they licensed?” 
It’s the licensing aspect that’s plaguing real estate 
commissioners most. In principle, there’s nothing 
wrong with collecting a fee for specific services to 
speed the sale of a listing, if those services are per- 
formed. But, when service isn’t performed, it’s a horse 
of a different color. And if the agent is unlicensed, it 
drenches the whole beast in an onerous dye. 

Take a recent case in New Jersey: Owners of a 
New Jersey motel placed a “for sale’ ad in a New 
York City newspaper. They were then visited by a 
representative of a nationwide brokerage firm who 
induced them to list their motel with his company 
and to pay a listing fee of $275. He promised coast 
to coast advertising and the cooperation of 450 brok- 
er-members across the country. He also said his com- 
pany had a vast source of mortgage money for buy- 
ers who might need financing to complete the deal. 

It sounded rosy, so the owners gave the agent a 
check for $100. Four days later they completed 
payment with a check for $175, both payable to the 
firm. The agent gave the owners a duplicate of a 
signed listing contract. Later, both checks were cash 
ed by the president of the brokerage company. 

In spite of promises by the agent to sell the motel 
by a certain date, the owners heard nothing. They 
wrote letters to the New York office, then phoned 
personally to demand action. Their plea fell on deaf 
ears. Eventually, the case was referred to the New 
Jersey Real Estate Commission for investigation. 

Steps are being taken to stamp out this practice by 
both NAREB and the National Association of License 
Law Officials. But to do a complete job of erasing this 
blot on the industry’s reputation will take the co- 
operation of every reputable real estate executive in 
the country. If you hear reports of misrepresentation 
and fraud by out-of-state, unlicensed agents, notify 
your state license law official or the JourNAL. We will 
refer your report to proper authorities. 





Action Being Taken 


| ERE’s the gist of two resolutions passed at the 

Los Angeles Convention of NAREB on the ques- 
tion of advance listing fees. The first was adopted 
by NALLO and the second by the license law com- 
mittee of NAREB. 


NALLO 

“It has come to the forceful attention of license 
law officials that a system of obtaining listing fees 
and/or advertising fees has come into being, and that 
said fees are not expended for the purpose for which 
they are collected. It has been represented that said 
fees were to be used for advertising in newspapers, 
magazines, radio, and television, etc., for the purpose 
of promoting a sale. 

“It appears that such a system is designed pri- 
marily to obtain advance fees without any serious 
effort to promote an effective sale. 

“Be it resolved that a system which requires a 
vayment of a sum of money in advance as so-called 
isting or advertising fees to perform a service which 
is not actually performed, is fraudulent and consti- 


tutes misrepresentation, making false promises, and 
deceit to the public, and is hereby condemned. 

“Be it further resolved that it is the duty and 
obligation of each license law official to fully and 
effectively enforce the license law of his respective 
state in accordance with the laws of said state in the 
interest of the protection of the public from fraud, 
misrepresentation and deceit.” 


NAREB License Law Committee 

“Proposed — that the NAREB board of directors 
shall present to the NAREB committee on profession- 
al standards the question of the ethical conduct of 
licensed or non-licensed brokers who solicit and col 
lect advance listing fees and purport to use said fees 
for advertising purposes and who do not render the 
customary services of brokers which have been estab- 
lished in the usual conduct of the real estate business, 
and that a rule of ethics be adopted by the committee 
on professional standards which will clearly define a 
method which will be ethical in the solicitation and 
use of fees collected for the purported use of adver- 
tising real estate and business properties.” 
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This Chicago builder hopes they 
will. He recently completed this 
one and has moved in with his 
wife and two children. You may 
not agree that they will, but 
there are strong selling features 


included in this solar home. 


HIS seven-room home, design 

ed for a family of four, is call- 
ed “solar” because it was built to 
take advantage of sunlight and 
natural heat in the winter. The 
builder claims it will save about 
20% on the fuel bill and will con 
trol the heat of the sun during the 
summer. Two inches of water 
flood the roof in summer for in- 
sulation and cooling. 

The house faces rear with the 
living room flowing into the patio 
and the back yard. The length 
of a solar house is always placed 
east and west, with the long side 
on the north and south. The exact 
angle of placement is determined 
by the angle of the sun on the 
longest day of the year June 
21st. This floods the home with 
sunlight during the daytime hours. 
eliminating the need for prolonged 
use of electricity. 

Constructed of glass, redwood 
and brick, the walls are moisture 
proof, with an interior brick finish 
to eliminate plastering. The red- 
wood frame is covered with gyp- 
sum sheathing for greater fire 
safety. 

In the full basement is a large 
recreation room with a continuous 
line of windows for ventilation 
and light, a storage room with 
cedar closet, a powder room with 
facilities for a photographic dark 
room, a laundry, heater and work 
shop space. 

An all-glass kitchen has a 
through fireplace designed to 
transform the room into another 
living area. 

This solar home, the first of its 
kind in Chicago. was designed and 
constructed by Lawrence Rosner 
and Richard Mazer in conjunc- 
tion with Max Rosner. C. E. and 
Associates. 
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Front view of solar home shows how top half of north side is glass constructed. Two 
inches of water help insulate the roof in summer. 


Rear view, facing south, shows complete glass construction to gain the full benefit of 
the winter sun’s rays for both heating and light. 
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Can you collect from an owner who wasn’t told your commission 


came from him and not the buyer? Is the wife of the mortgagor a 


necessary party to a foreclosure suit if the trust deed was executed 


before the marriage? Here are a legal expert's answers. 


( NE of the disappointing things 

that law students learn is that 
law is not 
questions there is a conflict of au- 


mathematics. In most 
thority, and besides that, the facts 
in two problems are never identi 
cal. The answer of a lawyer must 
necessarily be a pull-punch, and 
clients don’t like it, but it is in 
evitable. 

The owner of a bungalow want 
ed to sell it, but he did not list it 
for sale with any brokers. A brok 
er called with a prospect, the own 
er graciously showed them through 
the building, and the prospect said 
he would buy it. The broker draft 
ed a contract and a deal was sub 
sequently closed. When the broker 
asked the seller for his commis 
sion, the seller was surprised, and 
said, ‘ ‘I didn’t ask you to sell my 
property.” Is the broker entitled 
to a commission? When a person 
accepts goods or services, knowing 
that the person delivering the 
goods, or rendering the services, 
expects to be paid for the same, 
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then the recipient is liable. Should 
n’t this owner know that the brok 
er expec ted a commission? Did he 
think brokers worked for their 
health? Here’s the weak spot in 
the broker's claim. Sometimes the 
broker gets his commission from 
the buyer. Wasn’t the seller justi- 
fied in thinking that this broker 
was getting his commission from 
the buyer? Your guess is as good 
as mine. But there’s one thing that 
we all agree upon, and that is that 
the broker should have said some 
thing about his commission. Let 
this be a lesson for you. 


F A TRUST deed is executed be 

fore marriage, or if it is given 
as part purchase price of he prem 
ises, the wife of the mortgagor is 
not a party to a fore 
closure suit, and has no right of re 
demption 

This rule was laid down in the 
case of Burson vs. Dow, 65 Ill. 149 
and, insofar as I know. has never 
been changed. The court said: 


necessary 
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“At common law, when the hus 
band had executed a mortgage be 
fore marriage, the widow was not 
dowable in the equity of redemp 
tion. In this country, she had been 
held dowable if the heirs redeems, 
but she is bound to contribute 
notably toward the redemption . . . 
but her right to dower only rises 
upon a redemption by her husband 
or his legal representatives.” 

In Stephans vs. Bichnell, 27 IIl. 
444, which was a case arising un 
der the fourth section, the court 
held that the wife was not a ne 
cessary party to a bill for strict 
foreclosure because she was not 
dowable as against the mortgagee. 

If she is not a necessary party 
in order to foreclose her interest 
under one section, she would not 
be under the other. She was not 
dowable in either case at common 
law. and in both cases is dowable 
to the same extent within the sta 
tute. 

The statute having received this 
construction in the above 
cited, and titles having been ac 
quired under this construction, we 
do not feel at liberty now to dis 
turb it 

We must hold that the plaintiff 
in error has no right of redemp 
tion, notwithstanding she was not 
a party to the bill to foreclose. the 
mortgage having been executed be 
fore marria”s. 


case 


HEN the World’s Columbian 

Exposition was built, carpen 
ters recived $1 an hour, which in 
those days was a fabulous wage. 
They were instructed that if they 
dropped a nail they should not stop 
to pick it up. The experts figured 
that the time consumed in pick 
ing up the nail cost more than the 
nail itself. To pick up the nail 
would be false economy. The 
thought is epitomized in the pro 
verb that you can’t catch fish with 
out bait. 

Check over your office practices 
and see if you have any false econ 
omies. My brother always said 
that it was a waste of money not 
to buy great law books when and 
as they were published. By saving 
$10 on a law book one may lose a 
fee of $1,000. By having one ste 
nographer when your business de 
mands two, may cost you many 
times the wages of a stenographer. 
We can go on thinking we are 
saving, saving, saving. when. in 
fact. we are losing, losing. losing 
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We HAVE just read the arti 
cle regarding Mr. Claude 


Campbell's “all girl” sales staff. 
So women sell better than men 
because “women select 90% of the 
homes that are sold.”. Mmmm. 
Food for thought or is it? 

We think many of today’s 
home selling techniques might be 
overlooking the most important 
factor Father. 

Today’s head of the house 
doesn’t buy a home because he ex 
pects it to last for 400 years and 
be the family homestead for his 
children and his children’s chil 
dren. Today’s Dad doesn’t turn 
the home duties over to Mom com- 
pletely and not help with domes- 
tic chores. Only in the movies 
does Father come home and have 
everyone tip-toe in due reverence, 
relax in the library and with pipe 
and then preside over the evening 
supper with due solemnity as the 
head of the family. 

No, today’s Dad is as much at 
home in the kitchen as his wife. 
He is a hobby man. He is either a 
Country Clubber, or he aspires to 
be one. Business luncheon clubs 
and generous expense accounts 
permit an interesting life during 
business hours, which results in an 
incentive for a higher standard 
of living at home. 

Dad knows what he wants, and 
he knows about modern living. He 
is more interested in home _ per- 
sonality, charm, neighborhood 
prestige and in the economy of 
owning his own home. He knows 
that the interest on his home pay- 
ments becomes a deductible item 
when computing his income tax. 
Each year he is more active in 
civic affairs, school bond issues, 
and community fund drives. 

He is a victim of inflation and 
has joined the “do it yourself” 
trend. He doesn’t mind spending 
the money he simply knows 
where to channel it to 8 the most 
for his family. By building that 
extra room himself, by installing 
that patio and barbeque oven, and 
by trimming and painting those 
new storm windows, perhaps he 
can own a better automobile or 
even afford to own a home in a 
better neighborhood. 

Yes, today’s Dad is a different 
breed than his father. He gets 
married younger. He has been ex 
posed to far more avocations. The 
odds are, he has traveled exten- 
sively because of military service. 
He has a table saw and model 
trains. He follows a power lawn- 
mower around his lawn and 
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]. C. Nichols C ompany 


Kansas City, Missouri 


Women 


Don’t Buy 


90% of the Homes! 


knows about the latest fertilizer 
and grass seeds. He knows about 
perimeter heating and insulation 
advantages, air conditioning, ply- 
wood sheeting, Formica tops, even 
the different grades of lumber. 

And furthermore. he likes to 
display his knowledge and is per 
fectly willing to get semi-technical 
in his sales discussions if you give 
him half an opportunity. 

Yes, Dad is far more important 
as today’s home buyer than ever 
before. We've made him that way 

you and I and all the other 
sales people of the nation. Na- 
tional advertising with its excel- 
lent use of display space, television 
and radio is a huge educational 
system designed to make today’s 
buyer more Cons¢ 10us of product 
quality and of its component parts. 

Maybe the wife selects the floor 
plan, but even that is doubtful in 
many cases because Dad has also 
become an amateur architect and 
looks at his prospective home in 
terms of finishing off new rooms, 
tiling that linoleum bath, enclos- 
ing the porch and revamping the 
basement 

The old idea of the sweet young 
bride turning to her husband, put- 
ting her arms around his neck and 
saying, “Darling, this is it. Our 
honeymoon cottage with green 
clinging vines” will probably 
get a shrug of the masculine 


shoulder with, “Gosh, no. These 
floor joists are alive with termites, 
there’s no insulation in the side- 
walls and I couldn't possibly find 
a place for my work shop in the 
basement. [-et’s look some more.” 
On the contrary, when she says 
in a deploring tone, “Honey, | 
just don’t like this room arrange 
ment,” it is apt to fall on deaf 
ears because Dad has that “here 
we go” gleam in his eyes. He 
paces off room dimensions, does 
some calculating on a scratch pad 
and enthusiastically announces. 
“This is perfect. Those base cabi 
nets in the kitchen are ideal for 
an under-the-counter dishwasher. 
I can take out that one partition 
and panel in the back room with 
knotty pine and we will have just 
what we want. Besides, I can han- 
dle the downpayment and have 
enough left to buy new carpets 
Let’s find the salesman. This is it!” 
No, we haven't overlooked the 
little woman's part in home buy 
ing, but we take exception to the 
statement women, not men 
really make the house buying de 
Certainly it is not 
stantiated in our office, and the 
real estate firm who ignores Dad’s 
buying influence, and 
salesmen up to spend all their time 
on the wish 
that office our 
town and become competitors. 


cisions sub- 


gears its 
women we just 


would move to 


Claude Campbell, Toledo realtor, believes firmly that women can 
sell real estate better than men — “After all, women select the homes 
in 90‘, of the cases.” But this argument, carried in the February 
JOURNAL, stirred up considerable comment. Here's the case for the 
male point of view in real estate selling. 
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Three Ways 


To Profit From 


Trade-ins 


By JOHN R. WoRTHMAN 
Fort Wayne, Indiana 


“We mustn't be out-sold by ‘non-home’ competition for the family 


income dollar,” says the author. “We must reverse the 20-year trend of 


spending less of the family budget for home ownership. Why not 


adopt ‘operation trade-in’ as a big step in that direction?” Here he 


outlines three methods for making trade-ins pay — The Guarantee to 


Trade — The Time Limit Option — The Straight Trade-in. . . . 


Any one of these may point the way to increased profits for you. 


— is a large “forgotten 
group” of potential home buy- 
ers mostly the parents of the 
last 20-year crop of newly-weds 

who have homes in good con- 
dition, clear of debt, yet too large 
or too out-of-date for their needs. 
These people are generally anxi 
ous to trade-in their home on a 
new one, | believe that 50% of 
the used-home owners today 
would consider a trade-in if we 
included it in our merchandising 

and that’s a lot of customers. 

Here are three methods of 
trade-in transactions in order of 
their popularity. 


The Guarantee to Trade 


If you take custom-built orders, 
or sell project homes in advance. 


1 


you usually won't have to take 
title, or actually own, the used 
house. You guarantee a “mini- 
mum price” the owner will get. 
This is usually 80% to 85% of 
the current appraisal. You ad- 
vance credit to the customer equal 
to the net financial equity of the 
used home, then apply it toward 
the new home. This gets construc 
tion started or the deal in progress. 
The used home is put on the 
market immediately. It invariably 
sells for more than the guaranteed 
price. 

Such a plan reduces discussion 
of appraisal value, because both 
you and the owner definitely ex- 
pect to get more than the guaran- 
teed figure. The selling period of 
three to five months is the best 
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way to determine value anyway, 
and it gives the owner a feeling 
of being in partnership with you. 

To the owner it’s like getting a 
short term, extra large mortgage 

getting it easily and without 
cost — plus the assurance that the 
“builder-lender” will cancel the 
“mortgage” anytime the owner 
wishes within the guarantee 
period. Furthermore, the owner 
has the choice, up to the final day, 
to cancel the agreement and keep 
the used home by reimbursing you 
in cash for the credit advance on 
the new house. This way he owns 
both homes and can rent or sell 
either. 

Because the owner continues to 
live in his home during the sell 
ing period, the home is kept in 
good showing condition with 
maximum seller cooperation. 
Should the owner occupy the new 
home before the used one is sold. 
he pays all carrying charges until 
the used home is sold. 

This guarantee plan can apply 
to newly completed homes, or old 
homes, except that the time limit 
is cut down for the sale of the 
used home. We usually require a 
deed of the old home to be placed 
in escrow, or executed and held 
by the owner. This offers sounder 
security and prevents delays in 
case of inconvenience or inability 
of either husband or wife at the 
time of sale. 

The Time Limit Option 

Through this type of agreement, 
you agree to build or sell the new 
home, provided the prospect is 
able to sell his used home within 
a stipulated time. You do not 
agree to take in the customer’s 
used home, nor do you assume any 
responsibility for promoting its 
sale. The prospect is committed 
(by contract and deposit) to buy 
the new home if he sells the used 
home during the agreed period. 
This time period is usually shorter 
—- two weeks to four months — as 
you won't want to hold up other 
potential sales. 

This plan is best for realtor 
builders who are hesitant about 
trade-ins, who have insufficient 
capital, or when there isn’t enough 
equity in an 80% to 85% guaran- 
tee-to-trade plan to permit pur 
chase of the new home. If it 
doesn’t sell, it probably means 
the new one is sold easier and you 
save the first prospect for another 
home. In the meantime, you have 
an investment in only one home 

Very little effort is wasted by 
the realtor-builder who experi 
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ments with this type of option. 
There is much to be gained in 
broadening the field of buyers 
with no additional capital needed. 
The greatest concern of the buy 
er is selling his used house, so he 
often puts on an all-out campaign 
to sell quickly at a realistic price. 

An extra device may be includ- 
ed in this option, wherein the 
option can be canceled after 10 
day’s notice from you, unless the 
used home is sold within this 10 
days. This gives you the privilege 
of accepting a deal from a ready 
to-close prospect. In these cases, 
we've found that buyers can some 
times liquidate some of their as- 
sets, or can get a temporary loan 
or a blanket mortgage from either 
a private source or a loan com- 
pany. 

The Straight Trade-in 

This is the method that FHA 
has set-up for realtor-builders. To 
qualify under FHA the used home 
needs some improvements. With 
out maximum, long-term finan¢ 
ing and a good merchandising pro 
gram, the average realtor can’t af 
ford to take straight trade-ins. 

However. “chain” sales can be 
made within the time-limit and 
trade-in agreements. Start with a 
top-priced home. Find a_ buyer 


who has a nciy ot oer home to 


trade-in. Then find a trade-in buy- 
er for the second home and so on 
down with several more, each less 
expensive than the last. The last 
one you can buy through the com- 
missions you've earned on_ the 
others. And, should you find a 
cash buyer for any one of the 
“chain,” you won't have to buy 
at all. 

We group all used homes into 
five categories: 

1) The dilapidated house 
run-down, poor location, planning 
and construction; unsound to im 
prove. These homes probably con- 
stitute 10% of the national inven- 
tory and many should be scrap- 
ped. Few will trade-in this type. 

2) The standard middle-age 
home 25 to 100 years old, 
worth preserving, but already im- 
proved; large in area and num- 
ber of rooms; good for large fami- 
lies, multi-families or non-resi- 
dential use. They represent about 
20% of our trade-ins. 

3) The newer minimum house 

two bedroom homes built with- 
in the last 25 years; some addi- 
tions, new equipment and recon- 
ditioning can be considered. Pros- 
pects for this size are newly-weds 
or retired couples. They represent 
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the house. 





Beware of Over-Improving 
In the various levels of merchandising trade-ins, reconditioning and 
remodelling may be an important factor. The most important as 
pect is determining how much and what kind of improvements are 
practical for the saleability of the home. You must have sound 
knowledge of the used housing market in order not to over-improve 








about 20% of our trade-ins. 

4) The business and profession- 
al man’s home — 10 to 30 years 
old, a former above-average home; 
valued today at $15,000 to $30, 
000. Generally, these homes need 
little improvement or repair. Am- 
ple garage space is their usual de 
ficiency. The home is free, or 
nearly free from debt, and the 


owner will usually double 
home investment if in a 
top location. They represent about 
45% of our trade-ins. 

4) The classic mansion the 
owner is always interested in trad- 
ing down. The builder must usual 
ly find a new use for this class 
They represent about 5% of 
trade-ins 


his 


good, 


our 





plexities of older homes. 





Who Can Best Sell the Used Home? 


We find that new-house salesmen aren't good used-house salesmen 
and vice-versa. Take a cue from the auto dealer 
salesman must be up-to-date on all the latest building ideas. He also 
finds that he is unconsciously shifting allhis clients to buying a new 
home. The used-house salesman must be an “appraisal” type hav- 
ing a broad experience in all sections of the city and of the com 
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Made complete in the Dwyer plant by an 
organization specializing in compact kitchens for 
more than 26 years. Durability and tenant appeal 


Modern gas or electric ranges 
(AGA and Underwriters ap- 
proved), efficient electric re 
frigerator with freezer com 
partment and pushbutton door, 
deep bow! sink-and-worktop, 
storage cupboards... stream- 
lined into compact units 48 to 
69 inches wide. 


Fronts and worktops of gen- 


vine vitreous porcelain. Never 





require repainting; wash clean 


with soap and water. 


proven in thousands of nationwide installations. 


Mail this coupon for 


literature. Name— 


SEND FOR FREE BULLETINS ON DWYER KITCHENS 
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‘Tax Facts 


LAND TERRACING TO COM- 
bat soil erosion on farm land used 
for production of income is de- 
ductible expense under Code Sec- 
tion 23 (a) and not capital ex- 
penditures for permanent im 
provements, (Collingwood, TC). 
The work was done to maintain 
the normal productivity of the 
farm in its usual operations. 


CHANGE IN MEMBERSHIP 
of a partnership resulting from the 
death, addition, withdrawal, sub 
stitution or change of interest 
among existing partners does not, 
in itself, effect a termination of 
a partnership nor provide a basis 
for change in the accounting 
period for federal income tax pur 
poses. See Revenue Ruling No. 
54-26. However, if you want to 
change your partnership account 
ing year you can do it under exist- 
ing regulations, and-——under cer- 
tain conditions without prior 
approval. See “Tax Facts.” De 
cember 1953 JournNat. 


THERE ARE MANY DIVER 
gences between rules of tax ac- 
counting and generally accepted 
accounting principles. Recommen 
dations to eliminate such differ- 
ences are being made by the Com- 


By E. H. WELTER 


mittee on Accounting Principles 
for Income Tax Purposes of the 
American Institute of Accountants 
to Honorable Daniel A. Reed. 
Chairman, Ways and Means Com- 
mittee, House of Representatives. 
One of the very important changes 
is the elimination of double taxa- 
tion of dividends. If this is cor- 
rected the effect on management 
and financial planning will be far 
reaching for the smaller corpora- 
tions. 


PROPER HANDLING OF SO- 
cial security taxes is quite im 
portant. | have found many cases 
where employers thought that be- 
cause employees reached the age 
of 65 further deduction for social 
security taxes was not necessary. 
When the employee later applied 
for benefits upon retirement he 
will find a break in his benefit 
period. The employer then be- 
comes liable for payment of the 
delinquent tax with penalty. 


A TAXPAYER WHO IN 
herited a property was allowed 
to report profits as capital gain 
even though he had subdivided it 
and sold individual lots in some 
(Ellis, TC Memo). The 
taxpayer, a physician, devoted lit- 


Cases. 
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NEED VACATION HELP? 
Call MANPOWER, INC. 


For Temporary Typists Stenos 
Business Machine Operators 


LOW HOURLY RATES 
MANPOWER, INC, operates in Allentown 
Boston, Buffalo, Chicago, Cincinnati, Cleve- 
land, Columbus Denver, Detroit, Des 
Moines, Kansas City, Milwaukee, Minneapo- 
lis, Newark, New Haven, New York, Omaha 
Philadelphia, Pittsburgh, Rochester (N.Y 
St. Louis. San Francisco, Seattle 
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Want to Become a Notary Public, 
Real Estate or Insurance Broker 


Pass the State exams, Study questions and 
answers in previous tests, Mail $2 for each 
set desired specify whether Notary, Real 
Estate or Insurance. (All 3 for $5.) kA 
Value Co. (Dept, N-1), Great Neck, 

FREE CATALOG, “How To Get Ahead!” 
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tle time to selling the lots and he 
did not employ ‘experienced real 
estate men to act as his agent. He, 
therefore, was not engaged in the 
business of developing real estate 
and marketing it by subdividing 
or by individual unit sales. 


CAN A CORPORATION BUY 
itself? A principal stockholder 
wanted to dispose of her stock 
holdings but did not want the con- 
trol to get into the hands of out- 
side interests. She sold her stock 
to the corporation over a period 
of ten years. The corporation held 
the stock in the treasury for some 
time and then distributed it as 
dividends to the remaining stock- 
holders in proportion to their hold- 
ings. It was a tax free dividend 
distribution according to the Third 
Circuit Court (Schmitt, CA-3) 
who reversed the Tax Court. 


WHEN A PURCHASE OP 
tion and a rental agreement are 
executed as one, it is considered 
an installment sale of equipment 
under Code Section 44 (d). (East 
Coast Equipment Co., T.C.) 


IF A TAXPAYER SELLS HIS 
business for a lump sum, the pro 
fit is not all capital gain. Each of 
the assets must be individually con 
sidered and allocated as to whether 
it is a capital asset, merchandise 
for resale, accounts receivable, etc.. 
on which the profit if any, may be 
ordinary income or capital gain. 
(Louis Cohen, DC-4) 


GOVERNMENT BONDS 
that are purchased to guarantee a 
contract and later sold at a loss, 
when the contract was completed, 
creates a deductible business ex- 
pense. (The Bagley and Sewell 
Company, T.C.) 


PAYMENTS BY A_ LESSOR 
to a lessee, for a termination of a 
lease including attorney's fees, is 
a capital expenditure to be re 
covered over the unexpired term 
of the lease. (Herbert Burwig, Et 
Al., T.C. Memo). 


INCOME PRODUCING PROP 
erty need not be currently earning 
income to allow expenses for main- 
tenance and management to be 
deductible. For example, when a 
farm is a unit among the invest- 
ments of the taxpayer, the ex 
penses can be applied against other 
income. (Connell, DC Fla.) 
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Make Open-House Selling Pay 


In reply to a JOURNAL reader survey, realtors and 
builders across the nation give you helpful answers 
to timely questions on open-house selling — 


Use the open-house only for new or nearly new 
houses. 

Sell medium-priced homes by open-house rather 
than high- or low-priced. 

Pick up good prospects for other listings from open- 
house visitors. 


e Saturday and Sunday are the best days to hold open- 


houses. 


e Turn out is important, even if many visitors are 


only “‘lookers.” 
Show prospects through separately whenever pos- 


sible. 


e Get the owners to leave during showing. 


Keep a record of visitors, then follow-up by mail, 
phone or personal call. 


How Effective Are ‘‘Open-Houses?”’ 

TEN Journaw editors asked this question of 

experienced realtors, almost half of them agreed 
that open-houses are very effective for selling new. 
or nearly new homes. Several say the medium- 
priced house sells better by this method than the 
very high- or very low-priced house. About 12% say 
open-house is not effective in their cities. And 38% 
say open-house is only fairly effective. Of those who 
feel open-house is profitable more than a fourth 
say 10% of all their sales are made in this way. One 
realtor says he sells 50% of his listings through open 
houses. 

Many realtors and builders say the real value of 
open-houses is picking up good prospects. H. L. 
Hodell. Jr.. of Houston says, “We usually have other 
houses in the area in the same price range to talk 
about to a prospect, so that we actually work on 
several houses from one open-house.”’ 


Which Days of the Week Yield 
the Best Prospects? 

N REPLY. 75% of those questioned say, “Satur- 

day and Sunday,” though they admit that many 
people who come to Sunday open-house are merely 
“lookers.” Twenty percent mention Thursday and 
Friday. while a small percentage say there are no 
consistent best days. 

“Sunday open-houses draw many who are only 
lookers,” says Robert Ward of Peru, Illinois. “but 
there is an advantage in having a great many peo- 
ple turn out.” People who come spread the word. Al 
so, a crowd anywhere stirs interest 

I. H. Lamb of Pittsfield, Massachusetts, agrees. 
“Don’t under-estimate lookers. They sooner or later 
become buyers. To be a looker you must have in 
terest, and interest is the start of every sale.” 

C. H. Eccleston of Albany, California, says that 
even if Saturday and Sunday lookers aren't in- 
terested in the house you’re showing, they may be 
interested in another of your houses. “Talk with 
them, find what they need or want and make an 
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appointment to show them other listings in line with 
their desires.” 


How Do You Show a House to 
Several Prospects at Once? 


ERE’S a situation you've probably run into 

many times if you've been holding open-house 
Most salesmen agree you should 
through separately if possible 

Thomas J. Downen of Pueblo, Colorado, suggests 
you take the best prospect through first, asking the 
others to look around on their own and save questions 
for you when you return. 

Henry M. Baribeau of Brunswick, Maine, asks the 
others to wait in the living room, suggesting they 
plan placement of their furniture while they wait 

“We generally ask the extra prospects to either 
sit down in the living room for a few moments, or 
go out and look around the yard.” says Eccleston 

Robert Beadle of Portland, Oregon, doesn’t agree 
with asking others to wait. He says, “We show all 
of them through at the same time. If you don’t, 
the ones you aren't showing will leave.” 


show prospects 


How Do You Get Owners to 
Leave During a Showing? 

YOME salesmen don’t ask owners to leave. but 

more than three-fourths of those questioned feel 
it’s better to show a house alone with the prospect 

Hodell asks owners to leave, frankly telling them 
he can obtain better results when owners aren't at 
home, since prospects talk more freely and take more 
time if they feel they aren’t putting anyone out 

Downen tells owners that prospects are bashful 
about asking questions or 
owners looking on 

When Beadle gets a listing, he asks the owner and 
his family to answer only his questions. He explains 
that it takes experience to sell a home. Then if he 
must show a house with the family at 
least they won't interrupt him 

It is wise to phone beforehand to make sure owners 
are conveniently when you hold an open 
iouse. Baribeau calls and suggests the family go for 
im afternoon drive so buyers will feel at liberty to 
look around. 


planning changes with 


home, at 


absent 


Should You Use a Guest Book at Open-Houses? 


()' THE MEN questioned, 63% use some sort of 
guest registration. In 38% of these the 
realtors have every guest sign his name and address 
in a book. In 25% of the cases each salesman keeps 
his own record in a notebook. Twenty-five percent 
say they don’t use guest books at all. 

However, keeping such a record is valuable only 
if used for follow-ups. Ward uses the names he col 
lects for direct mailings. Downen requires his sales- 
men to personally follow-up all visitors 

Beadle says he personally tries to meet every man 
and woman who comes to an open-house. He gives 
them his card and supplies any information he can 

Hamilton Hunter of Fort Wayne, Indiana, 
a file-card system. He gives all open house visitors 
cards on which to write their names and addresses 
Later, he “deals” them out to salesmen for follow-up 


Cases, 


uses 
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AAA-1 rated Jr. Dept. Store Chain will lease or 
buy 25 to 60 [t. frontage in 90 to 100% area in 
cities 12,000 to 125,000 anywhere. Brokers’ co- 
operation invited. Edw. Mitchell, 276 - 5th Ave., 
N. ¥. C. 





hl raining FOR__ 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residentia! 
courses in Real Estate. Includes all phases ol 
the business. Send for big FREE CATALOG 
today. No obligation. Approved for World 

War II and Korean Veterans. 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 
Suite 300 Law Bidg. Kansas City, Mo. 











EXCHANGES 


What YOU own for what YOU prefer 
NATIONALLY 
inter-City, Inter-State, Foreign Countries 


PALM SPRINGS 


Rental accommodations: Hotel, Units, Resi 
dences, Exchanges: CHICAGO, NEW Y IKK 
and HOUSION for SO. CALIF., PALM 
SPRINGS, or WEST COAST, Courtesy to 
operators and realtors. CASH-OUTS in your 
community. Have CASH buyers six, seven, 
eight figures; unearned increment and poten- 
tial. Since 1923. 


LAKE TAHOE PROPERTIES 


Read our advertisement each lriday in ihe 
National edition of the WALL SITRLEI 
JOURNAL, 


HEFFERNAN LAND CO., INC. (Realtors) 
Drawer ‘CC, Palm Springs, Calif. 
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ENAMEL PRINTERS, Inc. 
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SIZE ALSO AVAILABLE. 
7 7010 DAY DELIVERY 


Za WE SIGN THE NATION® 


CTIVE DISPLAY ADV. 


1702 W. 19th ST... CHICAGO 6, ILL 














Forty-six West Germans have arrived in this country to find out 
more about how we build our homes and what materials we use. 
This group represents the West German building industry and it 
is scheduled for a 33-day tour in the U. S. and Canada. After the 
remarkable job West Germans did in rebuilding their war-torn 
country, we're wondering if we can show ’em any new building 
tricks. 


Again, that master merchandiser from the Pacific Northwest has 
walked off with Seattle’s Paul Bunyan award. Albert Balch, prom- 
inent realtor, builder and developer received the recognition from 
the local chamber of commerce as the person who has done the 
most in the past year to publicize Seattle. 


Realtors in Oak Park, Illinois, have done a real piece of work in 
constructing a new YMCA building. It will house 128 men, has 
cafeteria and dining service, a luxurious swimming pool, two gyms 
and handball courts. Four realtors are on the board of directors 
with Realtor Sanborn Houser as president, and many others 
actively helped get the project underway. 


Census takers may soon have a bigger job on their hands — not 
only because we have more people but because of 51 recommenda 
tions of a special committee which has been reviewing census 
methods. Business and industrial censuses will be more complete 
and will be made more often. Many other steps will be taken to 
strengthen the fact-finding programs of the Bureau of the Census 
in the interest of national welfare. 


Harry S. Clark and other Staten Island, New York, realtors are 
staging quite a campaign for construction of a super-bridge which 
they believe is a dire necessity for growth of their borough and 
relief of New York City traffic congestion. It would connect Long 
Island with the south and west part of the main land. Span of 
the suspension bridge would be 4,600 feet, a world record. Propo- 
nents of the project say the increase in property values would pay 
for it many times over. They say construction of the bridge would 
open up 18.000 undeveloped acres in Staten Island. 


In the Official Roster of Realtors published last month W. S. (Duck) 
Braithwaite’s Norfolk, Virginia, telephone number was listed as 
2-9477 (page 298). It should have been 2-9472. And in the 
Gallery of Board Presidents Mr. Ralph F. Torrence’s photograph 
(president of the Pittsburgh Real Estate Board) was erroneously 
labeled as John A. Albrecht (page 70). Our sincere apologies to 
these gentlemen. 





JOIN! 


those who use the national real estate market place in the 


JOURNAL'S classified section See page 12* 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


e@CHICAGO, ILL. 
Peters & Peters 
7928 South Park Ave 


@ FORT LAUDER- 
DALE, FLA. 
Jack Higginbotham, 


nc. 
2882 E. Sunrise Blvd 


e@ DENVER, COLO 
Garrett-Bromfield & 


«a 
Security Bldg 


@NEW YORK, N.Y. 
Fass & Wolper, Inc. 
7 East 42nd St. 
Main Street Proper- 
ties Anywhere in 
the U.S.A. 


e@WICHITA FALLS, 
TEX. 


Ray Keith Realty 
Co. 
P.O. Box 2195 


FOR EXPERT 


APPRAISAL SERVICE 


e@COLUMBUS, OHIO 
William P. Zinn & 


Co. 
37 North Third St. 


@EAST ORANGE, 
N.J. 


Godfrey K. Preiser, 
M.A.1.—S.R.A 


1. N. Harrison St 


@FORT SMITH, 
ARK. 


Ray E. Patterson 
M.A.I. — S.R.A. 
705 Garrison Ave 


@ MINNEAPOLIS, 
MINN. 


Norman L. Newhall, 


519 Marquette Ave. 


@ NASHVILLE, 
TENN. 


Biscoe Griffith Co. 
—Since 1914— 

214 Union St. 

Tenn.—Ky.—Ala. 


@ NEWARK, N.J. 
Harry J. Stevens, 


.A.l. 
478 Central Ave. 


@ NEWARK, N.J. 
Van Ness Corp. 
H. W. Van Ness, 

President 
24 Commerce St. 


@NEW YORK, N.Y. 


Scientific Appraisal 
Corp. 

7 East 42nd St. 

$200,000 values and 
up only 


@ PHILADELPHIA, 
PA. 


Richard J. Seltzer, 
M.A.L. 
1422 Chestnut St. 


eST. LOUIS, MO 
Otto i: Dickmann, 
M.A.I1. 
1861 Railway Ex- 
change Bldg. 


e TOLEDO, OHIO 
Howard W. Etchen, 
M.A.L. 


Etchen-Lutz Co. 





FOR IDEAL 


STORE LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St. 
“Specializing 
astern Penn 


” 


@AUGUSTA, GA 
Sherman-Hemstreet 
Realty Co. 
801 Broad St 


@ BALTIMORE, MD 


B. Howard Richards, 


ne. 
Morris Bide 


@eCOLUMBUS, OHIO 
William P. Zinn & 


Co 
37 North Third St 


@KANSAS CITY, 
MO. 


Moseley & Company 

Retail, Wholesale, 
Industrial 

Suite 1111, Insur- 
ance Exch. Bldg 


@NEW ORLEANS, 
LA. 


Leo Fellman & Co. 
829 Union St. 


@ PROVIDENCE, 
RHODE ISLAND 


W. Henry Coleman 

Retail, Wholesale, 
Industrial 

15 Westminster St. 


@SARASOTA, FLA. 


Don B. Newburn, 
144 So. Pineapple 
Ave. 


@ SCHENECTADY, 
Mite 


R. C. Blase, 
309-511 State St. 


e TOLEDO, OHIO 
The Al E. Reuben 


Co 
618-20 Madison Ave. 


@ 1 ULSA, OKLA. 


H. FP. Bradburn, 
1921 E. 13th St. 


@ WASHINGTON, 
D.C. 


Shannon & Luchs 


0. 
1505 H St. N.W. 


FOR FARMS 


AND RANCHES 


e BRADENTON, 
af 
Walter S. Hardin 
Realty Co. 
26 years’ experience 
Hardin Bidg., 
402 12th St. 


Rates for Advertising 


In the “Consult These Specialists” 
Department: 


) lines 12 issues 


lines 6 issues 


2 lines less than 6 issues 


Additional lines 


30 cents per issue. 
No charge for city and state lines. 


@ RICHMOND, VA. 
G. B. Lorraine 
Law Building 
Broker’s Co-opera- 

tion Invit 
Write for 

Free Booklet — 

“Virginia” 


Per 
Issue 
$3.00 
$3.50 
$4.00 








FOR LAND PLANNING 


eWILMETTE, ILL 
Myron H. West 
916 Greenleaf Ave 


FOR PROPERTY 
MANAGEMENT 


@eCOLUMBUS, OHIG 


William P. Zinn & 
Co. 
37 North Third St 


e DENVER, COLO 
Garrett-Bromfield 


: Co. 
Security Bidg. 


@ TOPEKA, KAN 
Greenwood Agency 


108 East Seventh St 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St. 
. ializing 


astern Penn.”’ 


eCOLUMBUS, OHIO 
William P. Zinn & 


Co 
37 North Third St 


e@EDMONTON, 
CANADA 


Campbell & 
Haliburton Ltd 
10029 Jasper Ave 


@eENGLEWOOD, 
COLO. 


Wilson & Wilson 
2068 S. Broadway 


@eINGLEWOOD, 
CALIP. 


Emerson W. Dawson 
P.O. Box 555 


@KANSAS CITY, 
MO. 


Moseley & Com y 

Retail, Wholesale. 
Industrial 

Suite 1111, Insur- 


ance Exch. Bidg 


@ MEMPHIS, TENN 


E. O. Bailey & 
Co., Inc. 
128 Monroe Avenue 


eST. LOUIS, MO. 
Ov I. Dickmann, 
M.A.I. 
1861 Railway 
Exchange Bldg. 


@ SCHENECTADY, 
N.Y. 


R. C,. Blase 
9-511 State St. 


@ LORONTO, 
CANADA 
Shortill & Hodgkins 
Limited 
2781 Yonge St. 


e@WICHITA PALLS, 
TEX. 


Ray Keith Realty 
Co 
P.O. Box 2195 
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INTRODUCIN 


BATH 
LAUNORY 7] KITCHEN 


LONG...LOW... AND LIVABLE | eas 


STORAGE 
$00 Cu_FT 


This is the new Pollman Contemporary designed 


CARPORT 


by Richard B. Pollman, America’s noted designer 
of small homes. Tailored for the “young in spirit’, 


it is as up-to-date and smartly styled as the cars 


bled from quality materials and built according ACCEPTABLE FOR FHA OR VA FINANCING 
- , 1056 square feet of floor space—3 bedrooms 
—practical entrance hall and bedroom hall 
practical-minded buyer. to eliminate cross-room tratfic—open 
7 planning, sloped ceilings—rear porch and 
storage area—handy bathroom-laundry 
combination—384 cu. ft. of storage area— 
more profitable to build—easier to sell—and a basement or non-basement models—several 
: distinctive elevations—wide choice of exterior 

better investment for the future. treatments. 


we drive—or the clothes we wear. Factory assem- 56° -0" —_ 


to conventional standards, it appeals to the most 


Write today! Learn why Pollman Homes are 


Ene, 
(S L——? >) 
\PARENTS 
=.” 





THE THYER MANUFACTURING CORPORATION 
2850 Wayne Street + Toledo 9, Ohio 


For information about the Pollman Southerner Line of homes for Southern and Gulf Coast States write: 
THE THYER MANUFACTURING CORPORATION « 418% E. PEARL ST., DEPT. 1 « JACKSON, MISSISSIPPI 





